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Witnesses Protest Treasury Move 


o Curb Qualified Pension Plans 


The Treasury proposal that would 
the tax deductibility of contri- 
tions to the qualified pension plans 
| many closely held corporations drew 
Harp criticism from life insurance in- 
iustry representatives -at Senate fi- 
\! nce committee hearings. The Treas- 
plan was presented by David A. 
ndsay, general counsel. 
The Treasury has long been trying 
9 impose restrictions on these types 
bf plans and now wants to link them 
iin with its proposed alternative to the 
Keogh bill, H.R. 10, permitting the 
if-employed to enjoy the kind of 
advantages already accorded cor- 
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Hee islating Judges 
fit By Anderson In 
msel Assn. Talk 


Judges who hand down decisions 
hat go beyond the 


intent of the laws 
they are supposed 
to be based on 
were strongly cri- 
ticized by B. M. 
Anderson, vice- 
president and 
counsel of Con- 
necticut General 
Life, in his presi- 
dential address at 
the meeting of 
‘ Assn. of Life In- 
lg surance Counsel at 
eM Anderson White Sulphur 
| Springs. 
*The professional duties of the life 
france counsel are becoming in- 
feasingly complicated,” he _ said. 
rely because changes are gradual 
they are no less real. Our major con- 
cerns now are quite different from the 
problems of the life insurance counsel 
jof 25 or 50 years ago. Our current 
problems are largely new and arise 
because of the growing complexity of 
ur business and because of basic gov- 
mmental changes. 


Can’t Rely On Precedents 


“One unfortunate development is 
that we are no longer able to predict 
with any reasonable degree of cer- 
lainty the outcome of any lawsuit. 
This is particularly true when the liti- 
gation has economic, political or social 
Wvertones. There was a time when 
judges had due regard for legal pre- 
tedents and were reluctant to depart 
tom established patterns. Today we 
live in a period when unfortunately 
Mecedents are often lightly regarded 
and judges are making laws for us 
Which our elected representatives 
would never impose upon us. — 

“Our problems at the state level are 

1 with us. However, currently our 
major problems seem to stem from 
Washington, and these are increasing 
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porate employers in setting up pen- 
sion plans. 
Life industry representatives in- 


Verne J. Arends John Z. Schneider 


cluded Verne J. Arends, assistant sec- 
retary of Northwestern Mutual Life 
and chairman of the individual policy 
pension trust subcommittee of the 
joint legislative committee of Ameri- 
can Life Convention and Life Insur- 
ance Assn. of America, whose testi- 





Indiana‘s Palmer 
To Resign June 15; 
Ashley Will Succeed 


Commissioner Alden C. Palmer of 
Indiana announced late this week that 
he will resign as of June 15 for reasons 
of health. James Ashley, now chief 
deputy commissioner, has been named 
his successor. Further details will be 
given in next week’s issue. 


American Mutual Life reports a 32% 
gain in new ordinary paid business for 
April. The company also shows a 46% 
increase in insurance paid for during 
the first four months over a compar- 
able period last year. 





HIA Dallas 
Convention Report 
Starts On Page 32 











by leaps and bounds. We have a big 
central government and what is done 
in Washington ofttimes affects life in- 
surance materially, and too often ad- 
versely. 

“Perhaps the most encouraging de- 
velopment during the last year is that 
feelings generated by the life insur- 
ance federal income tax fight have 
subsided, and we are now back in the 
life insurance business. This is not to 
say that we claim to know what this 
new tax law means. But at any rate, 
we are pulling together in the inter- 
ests of our policyholders. The great- 
est danger to our business is that we 
may become divided—in which case 
our enemies, the enemies of our pol- 
icyholder, are likely to conquer.” 


mony was reported briefly in last 
week’s issue; John Z. Schneider, man- 
ager for Connecticut General Life at 
Baltimore, trustee of NALU and chair- 
man of its federal law and legislation 
committee; Meyer M. Goldstein, pres- 
ident of Pension Planning Co., New 
York City, and Rowland Long, vice- 
president and general counsel of Mas- 
sachusetts Mutual Life. 

There were a number of witnesses 
from other businesses. 

The hearings were strictly limited 
the treatment of qualified pension 
plans of the type already permitted by 

(CONTINUED ON PAGE 24) 


MDRT Sets Record, 
3,042: First-Time 
Qualifiers Up 41% 


Membership in the Million Dollar 
Round Table crossed the 3,000 mark 
this year for the first time, the final 
figure being 3,042. 

MDRT Chairman Robert S. Albrit- 
ton, Provident Mutual Life, Los Ange- 
les, announced the figure at the 
opening session of the Round Table’s 
annual meeting, at the Hawaiian Vil- 
age Hotel on Waikiki Beach, Honolulu. 

The 1960 figure is 13% ahead of 
last year’s total of 2,688. 

By far the largest percentage in- 
crease, 41%, was in the first-time- 
qualifier category, with 552 as against 
391 in 1959. 

Qualifying and life, repeating, mem- 
bers showed a 17% increase—1,034 as 
compared with 881. 

The life member category com- 
prises 779 members, up 18% from 
1959’s 658. 

Other news of the meeting will be 
reported in next week’s issue. 





Variable Annuity 
Life's Prospectus 
Gets OK From SEC 


First Time A Life Insurer 
Has Also Been Cleared To 
Act As Investment Company 


WASHINGTON—After a long, dis- 
couraging and costly struggle that at 
times looked completely hopeless, 
Variable Annuity Life of this city has 
succeeded in devising a _ prospectus 
that satisfied the Securities & Ex- 
change Commission while still main- 
taining the company’s identity as a 
life insurer. It is the first time such a 
thing has been accomplished. 

The effort to arrive at agreement 
with the SEC has been going on since 
the U. S. Supreme Court decided more 
than a year ago—on March 23, 1959— 
that variable annuity insurers are 
subject to SEC jurisdiction. 

Prospectus Has 34 Pages 

The prospectus is a 34-page affair, 
including a table of contents, that sets 
forth every conceivable item of infor- 
mation that a buyer could be inter- 
ested in—and a great deal more be- 
sides. Included are a description of the 
company, a description of variable an- 
nuity contracts and all details of how 
they work, investment policies and re- 
strictions, name of the investment ad- 
viser, management setup, capitaliza- 
tion, principal stockholders, under- 
writers and distributors of variable 
annuity contracts, financial  state- 
ments, variable annuity contracts al- 
ready in force in the company on the 
prospectus date, pension trust and 
group variable annuity contracts of- 
fered, conventional insurance avail- 
able, reinsurance provisions, contract 
liabilities, reserves and related mat- 
ters, regulation to which the compa- 
ny is subject as a life insurer, litiga- 
tion pending in West Virginia, and the 
names of the experts the company re- 

(CONTINUED ON PAGE 41) 





Newly elected 
officers of Home 
Office Life Under- 
writers Assn. pose 
for their first 
group portrait. 
Seated from left 
are Arthur Faulk- 
ner, Massachusetts 
Mutual, HOLUA 
v i c e-president; 
William E. Walsh, 
Equitable Society, 
president, and 
Paul K. Frazer, 
Northwestern Mu- 
tual, vice-presi- 
dent. Standing, 
from left, are John 
S. Wyper, Con- 
necticut General, 


secretary; William H. Greenwood Jr., Provident Mutual Life, editor, and 
Barton S. Pauley, Prudential, treasurer. Elections took place at the associa- 


tion’s annual meeting in Boston. 








So. Round Table 
Told PR Man Part 
Of Top Management 


By GEORGE E. WOHLGEMUTH 

LOOKOUT MOUNTAIN, TENN.— 
Public relations is one of the most 
important concerns of any business 
organization and in helping top man- 
agement to solve the problems that 
arise from it, the public relations man 
becomes a part of top management, 
W. H. Trentman, president Occidental 
Life of North Carolina, told the 3lst 
annual meeting of Southern Round 
Table of Life Insurance Advertisers 
Assn. He was the speaker at the fare- 
well banquet concluding the sessions 
devoted to the theme, “The Future Is 
zou.” 


Officers Listed 


The new officers are Clay R. Alex- 
ander, Lamar Life, chairman, succeed- 
ing Robert B. Lancaster, Life of Vir- 
ginia; Wilburn Page, Great American 
Reserve, vice-chairman, and Hugh K. 
Rickenbacker, Life of Georgia, secre- 
tary. In opening the meeting, Mr. 
Lancaster recalled that Southern 
Round Table held its first meeting in 
Chattanooga in 1929. At present, he 
said, there are 113 members represent- 
ing 65 companies located in 12 states. 
Attendance was 81, a figure close to 
the all-time high of 90. 

The need for good public relations 
and advertising is more important 
right now than ever before in view 
of socialistic trends in government, 
H. C. E. Johnson, president of Inter- 
state L. & A., declared in extending 
a warm welcome to the delegates. 
Interstate, with Provident L.&A. and 

(CONTINUED ON PAGE 46) 
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EDP Computer No End In Itself, 


Accountants, Statisticians Told 


By R. R. CUSCADEN 


The electronic data processing com- 
puter is not an end in itself. It is not 
a plaything to be obtained because it 
can do a “nice” job. It is not some- 
thing to be obtained because the plan- 
ning staff wants to get into the EDP 
field. The computer must fit the gen- 
eral purpose of the corporation as a 
profit generating institution. 

These were the opinions of Carl O. 
Orkild, manager 705 programing and 
research department of Continental 
Casualty, as he addressed the annual 
conference of Insurance Accounting & 
Statistical Assn. early this week in 
Chicago. 


Some General Sessions 


Although, understandably, the great- 
er number of sessions were devoted to 
technical analysis of new equipment 
and procedures designed to provide 
faster and more accurate accounting 
and statistical methods, a number of 
sessions were along more. general 
lines. Among these latter were such 
topics as the impact of federal and 
state legislation, what the employer 
expects from the company when ac- 
quiring a group program, whether 
computers can be justified, and com- 
munication problems between man- 
agement and the men in EDP. 

The giant machines—which _ get 
more so every year—were much in 
evidence. The association had a “Hall 
of Machines” set up in which no few- 
er than nine different companies 
had their latest electronic brains buz- 
zing and clicking away, much to the 
obvious enjoyment of the some 1,800 
in attendance. Incidentally, the turn- 
out—a record—prompted a good deal 





SURVEY IN N. Y. SHOWS: 





Agents For More Humor, Warmth, 
Empathy In Advertising Material 


NEW YORK—The seasoned, suc- 
cessful New York City agent wants ad- 
vertising and sales 
promotion materi- 
al to have more 
humor and warmth 
to it than is usual- 
ly the case, and he 
wants this materi- 
al to show a bet- 
ter understanding 
of the recipient’s 
viewpoint, Manag- 
ing Director Jack 
R. Manning of the 
New York City 
Life Underwriters 
Assn. told the May meeting of Gotham 
Group of Life Insurance Advertisers 
Assn. 

Mr. Manning based these and other 
conclusions on interviews with 20 as- 
sociation members, each representing a 
different company and each a million 
dollar producer or close to it. All have 
had at least a dozen years’ experience 
in the business. 


Promotes Relaxed Receptiveness 





Jack R. Manning 


“This seems to be the time,” said 
Mr. Manning, “when we read almost 
anything if it is in comic book form. 
I don’t mean to say that we ought to 
attempt to open doors or break the ice 
with comic books, but I do think that 
whenever or wherever possible, hum- 


or should be injected into presenta- 
tions made both in national advertis- 
ing and in booklets and pamphlets. 
“Most of us in this room have served 
in the armed forces and in the last 14 
years we’ve seen a ‘hot’ and ‘cold’ war. 
You remember how you enjoyed read- 
ing comic books during the war? I 
think for this reason that young men, 
young families thinking about the fu- 
ture, would like to look at the future 
in a relaxed manner. The best way to 





NEW OFFICERS 
OF LAA GOTHAM GROUP 

Chairman: William Weir, Prudenti- 
al, succeeding John Buckly, Guardian. 

Vice-chairman: Henry Farber, Home 
Life of New York. 

Secretary-treasurer: Bruce Roberts, 
Equitable Society. 





get a man to think about his future 
and his obligations is with properly 
timed humor. Humor can also be very 
effective in getting youngsters~ to 
think about the importance of life in- 
surance as they grow up. 

“It’s unfortunate that the public has 
its doubts about the humanness and 
warmth of our companies. These in- 
animate financial giants can be 
brought to life, and you are the men 
who can do it. It reminds me of a 
cartoon in Consumer Reports maga- 

(CONTINUED ON PAGE 42) 


of corridor discussion as to whether it 
might not be best to split the annual 
convention into two separate meet- 
ings—one for fire and casualty men 
and the other for the life field. 

Lowell S. Rinehart, Nationwide Mu- 
tual, succeeded Charles Andrew, Jef- 
ferson Standard Life, as_ president, 
and the following were named vice- 
presidents: W. R. Morgan, Equitable 
Society (program); Jack N. Schrei- 
hofer, Transport Indemnity (confer- 
ence), and Thomas Mott, Republic 
National Life (finance). 


Are Expenditures Justified? 


Mr. Orkild said that when a com- 
pany president asks, “What are you 
doing with this computer thing?” he 
is asking, in effect, if the expendi- 
tures are justified for what the com- 
pany is getting in return. But the 
question is primarily one of who is 
justifying to whom. The _ individual 
charged with the _ responsibility for 
planning and controlling the com- 
puter operation is charged also with an 
even more important responsibility 
—of justifying the computer to him- 
self. 

It is not reasonable to expect man- 
agement to sift and weigh the raw 
evidence and from this pass on the 
justification of the computer. A men- 
tal confusion exists in this field which 

(CONTINUED ON PAGE 16) 


W. H. Satterthwaite 
Elected President 
By Life Attorneys 


Willis H. Satterthwaite, vice-presi- 
dent and counsel of Penn Mutual Life, 
was elected president of Assn. of Life 
Insurance Counsel at its spring meet- 
ing in White Sulphur Springs, W. Va. 
He succeeds Buist M. Anderson, Con- 
necticut General. 

Other officers elected were Chester 
L. Fisher Jr., Metropolitan Life, vice- 
president, and Frederick W. Read Jr., 
Home Life of New York, secretary- 
treasurer. 

Elected to the executive committee 
were Vincent V. R. Booth, New Eng- 
land Life, and Thomas R. Walsh, 
Canada Life. 


Hunt Holds For Life 
Ownership Of Fire, 
Casualty Affiliates 


Commissioner Joe B. Hunt of Okla- 
homa, addressing Iota Nu Sigma, the 
insurance society at Oklahoma State 
University, said he does not agree 
with the New York department’s rul- 
ing that permits fire and casualty 
companies to own life insurers but 
prohibits the life companies from own- 
ing fire and casualty affiliates. 

“I think that the ruling should be 
the other way around, for I think life 
insurance companies’ management is 
superior,” Mr. Hunt declared. 

The commissioner’s talk was on 
multiple line insurance and he offered 
the students some background of the 
business and a resume of some of the 
problems of an insurance department 
confronted with a changing line-up of 
companies and coverages. The depart- 
ment is expected to segregate expe- 
rience, and still has to look forward 
to the possible inclusion of life as part 
of a multiple line package, Mr. Hunt 
observed. 
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Says Tax-Bred Lun 
Of Exempt Boneis |; 
Waning For Insure 


The “exaggerated interest” jp 
exempt bonds that resulted from 
change in the 
company fede 
income | tax } 
“seems to }; 
subsided y 
what as the & 
panies recogni 
that the tax 4 
emption may 
be as importan 
worth as much 
they first thougi 
President Thon 
E. Lovejoy Jr 
Manhattan |; 
told the Texas Mortgage Bankers Aq 
at their annual convention in Gahj 
ton. 

Mr. Lovejoy said, however, that 
haps in the next few years there 
be some amendments made in the] 
clarifying tnis situation so far ast; 
exempt securities are concerned, 
it could very well result in an iner 
in the attractiveness of tax-exe 
securities for life companies. 

Mr. Lovejoy expressed concern ab; 
the possidle spread of the variable 
nuity saying: “The way I person; 
look at it is that when you sell y 
able annuities, you are really go 
into the mutual fund business. If t 
spreads too far, I believe it will 
doubtedly expedite the road to fede 
supervision.” 








Thomas E. Lovejoy 














LOMA Nominating Committee 

Harold P. Stebbins, vice-presidd 
and secretary of Bankers Life of \ 
braska, has been appointed chairm 
of the nominating committee of Li 
Office Management Assn. Also namé 
to the committee were Sam P. Hatc 
Life of Georgia; Peter McDonal 
Crown Life; Ward F. Stevens, Cor 
necticut Mutual, and A. C. Vanseloy 
Franklin Life. 














Albert C. Adams, John Hanc 
Philadelphia, left, as chairman 
NALU’s social security committee, 
cepts an award of merit presented 
the association by the U.S. Cham 
of Commerce for “outstanding achie 
ment in the business and public in 
est.” Making the presentation at 
chamber’s annual meeting in W 
ington, D.C., is Erwin W. Canham, 
tiring president of the chamber 
editor of the Christian Science M 
tor. The award, for a trade associa 
tion with an annual budget of $5l 
000 or more, was given to NALUf 
its continuing information and eduts 
tion activity in the field of 50 
security, and in a more specific sen 
for its slide narrative, “Can We Ha" 
Sound Sovial Security,” produced 
1958 by NAXU’s social security com 
mittee. 
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Does your family 
have these 
breakfast problems? 





: and dawdle over his food? 


The success or the failure of your day 
often depends on the breakfast that 
Starts it. And yet, far too many of us 
either skip breakfast entirely—or eat a 
sparse one on the run—or substitute 
“‘coffee breaks” for a healthful, nourish- 
ing morning meal. 

If you’ve never thought breakfast im- 
portant, consider these facts. In the 
morning, perhaps more than at any 
other time of the day, you need a well- 
balanced meal. That’s because your 
energy is lowest after the long stretch 
between dinner and breakfast. So, your 
body requires “fuel” to renew your 
energy—to help you feel better, think 
and work more efficiently. 


On the other hand, a sparse break- 
fast invites physical and mental fatigue. 


- Does Junior get up with no appetite... 


LIFE INSURANCE EDITION 





























In fact, many studies show that when 
you eat little or no breakfast, tiredness 
will almost surely overtake you while 
the morning is still young. 

How much breakfast should you 
eat? Enough to supply at least one- 
quarter of your total food needs for the 
day. And to get all of the essential nu- 
trients—carbohydrates, proteins, vita- 
mins and minerals—your breakfast 
should include fruit in some form; 
bread made from wholegrain or en- 
riched flour; cereal, eggs, meat or fish; 
and milk to drink or to use on a cereal. 

Such a breakfast (with other things 
you like including coffee or tea) should 
be eaten by everyone in the family— 
mother, father and the children. 

Try it for a while. Chances are you'll 
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Does Sister skip a 
breakfast entirely...to 
ee keep a trim figure? | 


notice how much more energy you have, 
and how much better you'll feel around 
11 o'clock than you did before. 

If you have “‘no time” for breakfast, 
here’s a good plan to follow: just set 
the alarm clock a quarter of an hour 
earlier than usual. You'll never miss 
those 15 minutes. And to save time in 
the morning, plan and prepare things 
the night before. 

Even if you’re on a reducing diet, 
don’t make the mistake of skipping 
breakfast. Without breakfast, you're 
far more likely to overeat at lunch or 
dinner. And that can wreck anyone’s 
program of weight control. 

All of us, overweight or normal, 
should take time to eat a substantial, 
unhurried breakfast. 





This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in publications with a total circulation 
in excess of 45,000,000 including Saturday Eve- 
ning Post, Ladies’ Home Journal, Good House- 
keeping, Redbook, Reader’s Digest, National 
Geographic, U.S. News, Look. 
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Johnson Lauds Book } , 
Telling The Story yf 
Of Life Insurance 


The Institute of Life Insurance has 
sent to presidents of member com- 
panies a brochure and covering letter 
praising a lavishly illustrated book on 
the story of life insurance. The book 
is “The Great Provider” by John Gua- 
mudsen, written last year with some 
help from the institute. 

Holgar J. Johnson, president of the 
institute, said in his letter that the 
author “set out to tell the story of 
life insurance in America, dramatical- 
ly and almost in picture-book style— 


admittedly a difficult assignment—and Members of committee which arranged successful North Central Round Table 
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he has done the job well. meeting of Life Advertisers Assn. at Milwaukee are, from left: Roland E. 

“The book, it seems to us, has im- Franquemont, Bankers Life of Iowa; Miss Mary Hickey, Northwestern Mutual; 
portant public relations value for the Ronald Jones, Kansas City Life; Thomas Brown, Farm Bureau Life; and James 
life insurance business and we think Metzger, Security Benefit Life. Miss Hickey was chairman. 





the companies will be missing an op- 
portunity if they do not realize this be ideally suited for use in orienta- 
potential. Over the last couple of years tion courses for home office employes, 
I have heard much talk around the and in the field it would give new 
country about the need for a book agents a bird’s-eye perspective of the 
about life insurance that would get business in which they are engaged. 
away from the text book style and But more important this is the pos- 
have more public appeal. “The Great sibility for getting the book out to 
Provider” is a book at hand to meet the public.” 
this need. At the same time an agent of a 
“Within the business the book would leading life company called the book 
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---may as well be friends! 


It’s a lonely old world unless we work together. We believe that 
one main reason for National Fidelity Life’s 44 year record of 
achievement is the warm spirit of friendliness and cooperation 
that has been maintained by NFL with its field associates. Even 
during the present period of accelerated expansion, NFL continues 
to offer the personal assistance which has been so basic to the 
development of a growing and dynamic organization. There is 
better opportunity for your success at NFL, where we help each 
other to attain our personal goals. 


Nw POSITIONS Pu LINE that gives IBERAL CONTRACTS 
being created for ' unlimited flexibilit offering you top 
Salaried Supervisors Life, Group, A&H, bot commissions, salaries, 
and General Agents. Par and Non-Par. bonuses, and expenses. 


Write: Vice President Kemp W. Wood 


Remember, NFL cares about you and 
your future— move forward with NFL 





FAR N ITY 6 
Fidelity Life INSURANCE COMPANY e KANSAS CITY 6, MO 


W Ralph Jones Presidert 





“the most dramatic story of life in- 
surance and its development in this 
country that I have ever read.” 


Out-Of-State Reinsurer 
Ruled Subject To Pa. 


Department Regulation 


HARRISBURG—A Delaware life 
company which reinsures credit life 
contracts written in Pennsylvania is 
subject to regulation by the Pennsyl- 
vania department and to the tax laws 
of the state, Attorney General Alpern 
has ruled. 

The ruling, requested by Commis- 
sioner Smith, held that a Delaware 
company writing such reinsurance ex- 
clusively “is engaged in such activity 
as to require its being licensed by the 
insurance department of the Com- 
monwealth of Pennsylvania and sub- 
ject to the taxing provisions governing 
insurance companies.” 


Chicago Underwriters 
Elect C. Gordon Johnson 


C. Gordon Johnson, Allstate Life, 
was elected president of Chicago Home 
Office Life Underwriters Assn. at the 
May meeting, succeeding Herbert H. 
Nietzold, Bankers L.&C. 

Also elected were Albert R. John- 
son, Benefit Assn. of Railway Em- 
ployees, vice-president; Peter Karam- 
belas, Central Standard Life, recording 
secretary and treasurer, and A. A. 
Rose, Retail Credit Co., was reelected 
corresponding secretary. 

Frank R. Thomas, North American 
Life of Chicago, headed a panel report 
on the annual meeting of Home Office 
Life Underwriters Assn. at Boston by 
members who attended. 


U. Of Texas Forms 
Insurance Committee 


University of Texas has formed an 
Advancement of Insurance commit- 
tee. The major function of the com- 
mittee is to encourage creative think- 
ing about the problems of the insur- 
ance business among university stu- 
dents with special interest in this area. 
The university states it hopes in this 
way to establish the University of 
Texas as a leading insurance educa- 
tion institution. 

The committee has as chairman 
John S. Bickley and, along with six 
students, contains Robert W. Strain, 
H. Irving Schweppe and Byron Cosby. 

Omaha Assn. of Life Underwriters 
will hold its annual awards and “Hall 
of Fame” dinner May 24. 
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Nw Mutual Revises 
Pension Trust For 
Policy Changeover 


Northwestern Mutual Life ha 
adopted a procedure whereby trusteg 
of pension and profit-sharing funds 
can change ordinary or 65-life Policig 
to retirement annuities as members ¢ 
the trust reach retirement gq 
through side funds built up for the 
purpose of paying the cost of 
change. The company has also te 
duced its charge for such ch 
overs and has established a guarantea 
interest rate on deposits to the poli, 
change funds. : 

With the ordinary or 65-life policig 
the trusts can maintain the sam 
amount of insurance protection % 
throughout most of the period to rp. 
tirement, and with the aid of the sig 
fund, the same retirement benefit 
for employe policyholders. 

A retirement income or annuity pol. 
icy, which builds up higher cash value 
than an ordinary or 65-life policy, r. 
quires higher premium payment 
through the years than the life fom 
of policy. The employer who turns ove 
a policy to an employe who quits 
changes jobs, transfers a larger cash 
value under the retirement annuity 
policy than under a life plan. Heng 
under the life plans, the employer; 
cash outlay will be reduced for theg 
terminating employes. 

Through use of the policy change 
fund built up on the side, the trust 
will have the funds available for the 
employes who remain until retirement 
age to change the ordinary or 65-life 
policies to retirement annuities at re- 
tirement time. 

The company will pay a guaranteed 
minimum rate of 242% interest com- 
pounded annually on money deposit- 
ed in the fund, and the fund will also 
share in interest dividends. The basis 
of policy changes has been the dif- 
ference in cash values between the 
retirement annuity and ordinary or 
65-life policies plus a charge of 5%. 
This charge is now being reduced to 
34%. 





Washington National 


Holds Training Seminar 


Washington National has held the 
first in a series of agency manage- 
ment seminars, the participants being 
recently appointed general agents and 
supervisors. Under the direction of 
Bruce McNichols, director of field 
training agency department, the semi- 
nar was to acquaint the men with the 
latest recruiting and training methods. 
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Levering Cartwright 
INSURANCE STOCKS 


Life-Fire-Casualty 


Cartwright, Valleau & Ce. 


Members Midwest Stock Exchange 
Board of Trade Building 
Chicago 4, Illinois 


Wash 2-2535 Teletype CG141 
You may telephone orders collect. 
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LIFE INSURANCE EDITION 


Sell Selling As Lifetime Career, 
Johnson Advises New Englanders 


Sell the agent’s job as a lifetime ca- 
reer, rather than an interim step to a 


management job, 
Raymond C. John- 
son, New York 


Life’s marketing 
v ic e - president, 
urged the man- 
agement confer- 
ence of the New 
England General 
Agents & Manag- 
ers Assn., held at 
Swampscott, Mass. 

Selling manage- 
ment opportunities 
is “merely follow- 
ing the path of least resistance,” said 
Mr. Johnson “We shauld know better. 
Of all people, we should know how 
true advancement is made by the life 
underwriter. 

“The most valuable thing we have 
to sell is selling itself—lifetime careers 
in life insurance selling.” 

Some agencies seem to recruit al- 
most all new agents with some kind 
of management promise, Mr. Johnson 
said. 

“In these agencies, turnover is high 
and morale is low. No one can build 
an organization on broken promises 
and unfulfilled commitments. It is re- 
spect and good faith that bind men 
to the leader and hold an organization 
together. 


Some Will Show Aptitude 


“From the men you have recruited 
without promises and solely on the 
merits of a life underwriting career, 
some after a few years will show a 
genuine aptitude for and interest in 
agency management. From these men 
you will select your management as- 
sistants and future agency leaders.” 

The number of worthwhile manage- 
ment opportunities is few, Mr. Johnson 
pointed out, while the need for quali- 
fied life agents is almost unlimited. 

Mr. Johnson cautioned that a field 
management man who “loses his sin- 
cere belief in the tremendous advan- 
tages of a career in selling cannot 
make a convincing presentation of the 
agent’s job.” 

“Life insurance selling has become 
a professional career with many of 
the characteristics of any other pro- 
fession,” he said. It is based on a sci- 
ence; it requires much technical prep- 
aration; it places improvement of the 
profession as a whole above the inter- 
ests of the individual; it works to 
serve the welfare of society.” 

A doctor or lawyer—or a life insur- 
ance agent—advances by establishing 
areputation for skill and understand- 


New Option Of B.M.A. 
Guarantees Insurability 


Business Men’s Assurance has in- 
troduced a guaranteed insurability 
option, effective April 1. The option 
may be included with any life or en- 
dowment contract—except joint life or 
family plan—which will be in force at 
age 40, issued on a standard basis and 
with a face amount of $10,000. 

Available to men and women, ages 
1 to 37, it permits purchase of specified 
amounts of coverage on specified dates 
without evidence of insurability. On 
Dlicies with a face amount of $5,000 
'0 $9,999, the amount of option is the 
same as the basic contract. The option 
of $10,000 is available on all contracts 
with a face amount of $10,000 or more. 





R. C. Johnson 





ing, by building a larger and larger 
clientele and by achieving increasing 
financial success, Mr. Johnson said. 

Just as appointment to a professor- 
ship at a medical school or election as 
district attorney does not necessarily 
represent advancement for a success- 
ful doctor or lawyer, he observed, so 
appointment to a salaried position is 
not necessarily a promotion for a suc- 
cessful agent. 


No Appeal To Stars 


“Would one of our top producers 
consider such an appointment an ad- 
vancement in his career?” asked Mr. 
Johnson. Of course not. But some of 
this thinking from general business 
carries over into life insurance selling. 

“In most businesses, advancement is 
indicated only by progress through a 
series of jobs and titles in the organi- 
zation. But life insurance is different.” 

As some of the satisfactions of life 
insurance selling, Mr. Johnson listed 
these: 

—Independence and freedom of ac- 





Sees Need For Joint 
Effort On Conflicts 
In Escheat Statutes 


There is an urgent need for further 
study of the problem of claims of 
states to unclaimed funds of life com- 
panies and other institutions, said 
Robert B. Ely III, general counsel of 
Life of North America at the spring 
meeting of Assn. of Life Insurance 
Counsel at White Sulphur Springs. He 
suggested collaborative efforts with 
other affected businesses to obtain a 
just solution. 


Interstate Problems 


As to the problem of interstate 
conflicts of jurisdiction, he suggested 
a U. S. Supreme Court decision defin- 
ing which state, of all, has the exclu- 
sive right to inherit, escheat or take 
into custody each type of ownerless or 
unclaimed property; state judicial re- 
lief of all similar lines; legislative 
relief through Congress, such as an 
act under the interstate commerce 
power, leaving it to each state to 
determine which property to inherit, 
escheat or take into custody but pre- 
scribing rules for the solution of 
multi-state claims against a holder 
engaged in interstate commerce or 
arising out of a transaction in such 
commerce, and state legislative relief, 
such as statutes consenting to inter- 
pleader in the case of such conflicting 
claims. 

As to the more general problem, 
Mr. Ely has suggested both federal and 
state judicial and legislative actions 
to obtain adherence to the basic prin- 
ciples that no law providing for inher- 
itance, escheat or collection by the 
state shall operate retroactively, de- 
stroy defenses available against the 
original owner of the property, affect 
property beyond the proper control of 
the state, subject a holder to conflict- 
ing claims, or involve the holder or the 
state in unreasonable effort and ex- 
pense. 


Sullivan Of Kan. To Run Again 

Commissioner Frank Sullivan of 
Kansas has filed for reelection in No- 
vember. Mr. Sulli vanis a Republican 
and in his years in office has weath- 
ered some elections that went heavily 
Democratic. The Kansas commissioner 
serves for two years. 


tion—an agent can call his time his 
own much more than a general agent 
or manager can. 

—Job security—If a man with 1,000 
clients loses one, he has no problem; 
if a man with a salaried job loses the 
confidence of the one “client”? who is 
his boss, he loses his entire source of 
income. 


Builds Prestige 


—Prestige—the ultimate result of 
competent service and attention to 
the needs of policyholders. 

—Satisfaction of helping others di- 
rectly—he can see with his own eyes 
the value of his work. 

—Fun in his work—the thrill of be- 
ing a leader, a top man in his profes- 
sion. 

—Earnings—many leading producers 
earn more than their “bosses” in 
management. 

“To the right man, life underwrit- 
ing has much to offer,’ Mr. Johnson 
said. “Let’s be realistic with him about 
the difficulties he will encounter. But 
let’s also tell him from the outset of 
the joys, satisfactions and opportuni- 
ties he will find in a lifetime career as 
a life underwriter.” 
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Robert Burns, president Farmers & 
Bankers Life, left, with Clayton Mam- 
mel, Wichita agent for the company. 
Mr. Mammel was presented with the 
first and only award of its kind made 
in the company’s 50-year history for 
his 35 years of “unprecedented sales 
achievement.” The award is in the 
form of a resolution adopted by the 
board commemorating Mr. Mammel’s 
service. In addition he was awarded 
a bronze plaque commending him for 
having repeatedly qualified for mem- 
bership in the companys’ Million Dollar 
Club. 
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Comparable year-to-date figures continue to show that 
Central Life’s sales consistently run well ahead of the life 
insurance industry as a whole. There are several reasons 
why this is so— and Central Life agents agree that an 
important one is true graduated premium on all plans 
(except single premium). The quantity discount idea, first 
introduced in the United States by Central Life in 1955, 
is another example of the sales-minded leadership that's 
making “One of the Best” one of the busiest, too! 


Cantiall Life 


ASSURANCE COMPANY, 
Progressive and competitive, yes 
at the expense of financial security 


DES MOINES 6, IOWA 


 « « OME Noe 
ASSETS 
SURPLUS 


INSURANCE 
IN FORCE 


$168 Million 
$14 Million 
$575 Million 
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HieNATIONAL UNDERWRITER 


HOME LIFE CENTENNIAL RALLY TOLD: 





Many Want College For Their Children 
But Few Are Getting Set For The Cost 


NEW YORK—A survey of American 
family attitudes toward college educa- 
tion indicates that while 70% of the 
families expect to send one or more 
children to college, the great majority 
of families have no concrete plan for 
meeting the high cost of college edu- 
cation. 

This was reported by Elmo Roper, 
nationally known marketing authority 
and director of Home Life of New 
York, at the convention here celebrat- 
ing the 100th anniversary of Home 
Life. The figures are from a study 
made by the Roper organization. 


Panel On Insurance Use 


Following his talk there was a panel 
discussion on the use of life insur- 
ance to fund college education and a 
report of the company’s marketing 
plans in this field. Participating were 
Charles A. Turner, 2nd _ vice-presi- 
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dent, Guy W. Pickering, 2nd vice-pres- 
ident and actuary, and William W. 
Stewart Jr., manager of agencies. 

At the luncheon that followed, Pres- 
ident Holgar J. Johnson of Institute 
of Life Insurance, commented on the 
important role that Home Life’s 
“planned estates” system of selling 
has played in modern life insurance 
marketing. In describing the public 
relations and education work of the in- 
stitute, he recalled that the late James 
A. Fulton, former president of Home 
Life, was one of the insurance leaders 
who played a major role in setting up 
the institute. 

Executive Vice-president Lester O. 
Schriver of NALU spoke at the second 
day’s session, talking on his convic- 
tions about the insurance business and 
the agent’s role. Gerald K. Rugger, 
2nd_ vice-president-group insurance, 
and James T. McCrystal, assistant 


HERE WE 
GROW AGAIN 


With a gain of approximately $96,000,000 
for the first quarter of 1960. 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 
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At the centennial dinne 


vice-president, introduced Home Life’s 
new group developments, including 
two new contracts, Group Family In- 
come and Group Family Protector. 
They announced that the company is 
returning to the small-group field and 
was increasing its group maximums, 
where warranted, to considerably 
higher limits than its previous ones. 

Wives of conference participants 
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r of Home Life of New York: from left, Manage 
Raymond C. Ellis. principal speaker of the evening; Mrs. William J. Came 
wife of the former president and chairman; Mr. Cameron, and Insurance §y. 
perintendent Thacher of New York, who addressed the gathering. 
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then joined their husbands to hear ; 
talk by President William P. Worthing. 
ton on “What Business Is Your Hy. 
band In?” 

“Perhaps the most vital contributio, 
you can make to your husband’s ¢. 
reer is your conviction about his 
work,” he said. “The wife of a sy. 
cessful man invariably has the same 
convictions about life insurance as he 
husband. 

“People resist the purchase of life 
insurance because of their impelling 
desires for the other things they want. 
This attitude is one of the most dif. 
ficult your husband has to cope with 
It prevails largely because people gen. 
erally do not really understand life in. 

(CONTINUED ON PAGE 43) 


Ga. International Life 
Reduces Premium Rates 
For Lightweight Risks 


Georgia International Life has be- 
gun covering at preferred rates male 
risks who are moderately under- 
weight and have low normal blood 
pressure. Such risks are being classi- 
fied as “super select’? for which pre- 
mium rates are the same as for fe- 
males of the same age. Savings range 
from $10 to $100 per year per $25,000 
policy depending on age. 

The lower premium coverage is 
available only in connection with 
pre-paid applications for whole life 
and endowment plans in the $25,000- 
$100,000 range. The insured must be 
employed in professional, clerical or 
skilled duties, and may be neither in 
aviation nor a member of the armed 
forces. 

All underwriting factors must be 
within the standard range. Age limits 
are 26 to 74. 

The basis for the new underwrit- 
ing classification, which has an an- 
ticipated over-all mortality ratio of 
85% of normal, is the recent build and 
blood pressure study by Society of 
Actuaries. 





Supreme Liberty Acquires Another 

Supreme Liberty Life of Chicago has 
purchased Federal Life of Washington, 
D.C. Federal currently has a capital 
and surplus of $109,000 and assets of 
nearly $1 million. It operates exclu- 
sively in the District of Columbia, 
where Supreme has one of its 34 
branches. The acquisition of Federal 
marks the second company absorbed 
by Supreme in 1960 and the fifth since 
1958. In March of this year, Beneficial 
Life of Detroit was reinsured by Su- 
preme. 


The Hammer agency of Provident 
Mutual Life at Boston has moved into 
the enlarged quarters of the Green 
agency at 45 Milk Street in prepara- 
tion for the merger of the two agen- 
cies, July 1. 





ry 21, 19h 21, 1980 





é ~ 


t, Manage 
J. Cameron, 
surance Sy. 


; to hear a 
a Worthing. 
Your Hus. 


-ontribution 
sband’s ca. 
about his 
» of a suc. 
s the same 
ance as her 


ase of life 
r impelling 
they want, 
> most dif. 
cope with 
people gen- 
and life in- 
E 43) 


fe 

ates 

¢-] 

fe has be- 
rates male 
sly under- 
rmal_ blood 
eing classi- 
which pre- 
as for fe- 
yings range 
per $25,000 


overage is 
‘tion with 
whole life 
he $25,000- 
d must be 
clerical or 
neither in 
the armed 


; must be 
Age limits 


underwrit- 
as an an- 
ty ratio of 
t build and 
Society of 


s Another 
‘hicago has 
Vashington, 
; a capital 
d assets of 
ates exclu- 
Columbia, 
of its 3 
of Federal 
y absorbed 
fifth since 
Beneficial 
ed by Su- 


Provident 
moved into 
the Green 
n prepara- 
two agen- 





XUM 


LIFE INSURANCE EDITION 


The Sales Department of Franklin 
Life is not the whole company... 
but the whole company is the Sales 


Department. 


An agent cannot long travel at a faster gait than the company he represents 


Lhe Friendly 
IFIRAAN TROLIDN ILITRTE company 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over Three Billion Six Hundred Million Dollars of Insurance in Force 
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‘Girl Friday’ Aids Bentley During Talk 
On General Agency Office Organization 


Working on the theory that the story ture than Mr. Bentley’s, Mr. Pille de- 
about how to organize a general agen- veloped the point that agents are too 
ey office for maximum efficiency can often 
best be told by the person responsible knowledge in the best interest of the 
for carrying the routine workload, client. 

Saying that it is the business of an 
Mutual Benefit Life at Danville, Ill., agent to see and be with clients 90% 
in a speech at the educational meeting of his time on the job, Mr. Bentley 
of New York City Life Underwriters maintained that such a goal can never 
Assn., called upon his private secre- be attained if the producer is bogged 
tary, Mrs. Marilyn Joffe, to describe down by inefficient office routine. He 
how his operation works. The meeting said that production success is always 
was co-sponsored by the New York preceded by effective personal organ- 
ization. The fine line which exists be- 
tween the average producer and the 
successful one, he said, is a matter of 

Mr. Bentley’s portion of the pro- how much better one agent organizes 
gram dealt with some of the more prac- himself than another. 

Mr. Bentley likened a general agen- 
whereas Richard E. Pille, president of cy to any other type of big business, 


Kenneth R. Bentley, general agent of 


City CLU chapter. 
Cites Practical Aspects 


tical aspects of insurance selling, 


Security Mutual of New York, who wherein scheduling must often be Every moment the agent spends in 
preceded Mr. Bentley on the dais, con- done in some 35 different areas, all of 
cerned himself with the moral cli- which have to be planned on a long 
mate of the life insurance business. In range basis. A good agent schedules 
a speech of a more inspirational na- his calls and contacts, he said, by the 


FeNATIONAL UNDERWRITER 


attending 
alerted to the fact that Mrs. 
would take over part of the program, 
were accompanied by their secretaries. 
In a novel form of presentation, Mrs. 
Joffe gave both members of office 
teams several pointers on how she 
manages to keep Mr. Bentley out in 
the field doing the job he 
for—selling. Secretaries, she 
said, can make a substantial contribu- 
tion to an agency’s success if they do 
the following: 

—Take it upon themselves to handle 
all the small details of office routine. 


suited 


week, or better yet, by the month. 

He described how every Monday 
morning he receives from Mrs. Joffe 
four schedules of how he is to spend 
his time during the coming week—a 
schedule of new cases, old ones and 
follow-ups; a second list of business 
not using their professional cases; a group case list, and a general 
inventory list. 

Many of the New York City agents 
obviously 
Joffe 


the meeting, 


this phase of office operations is money 
lost for the agency. 
—Keep the mailing list up to date. 
(CONTINUED ON PAGE 41) 
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“Now, that’s what I call service!’’ 


So do we! At HCA we believe the real 
difference in hotels is the way people are 
treated. After all, what zs service but an 
awareness of people’s needs? 


HCA calls it personalized service. That 
means you get the kind of service that ar- 
ranges perfect seating, a P. A. system that 
functions properly, and projection equip- 
ment, visual aids, lights and props set up 


when and where you need them. These and 
many more conveniences are all arranged 
for you by a staff that knows your prob- 
lems — and how to solve them. 


Tell us your requirements and we’ll help 
make your next convention more success- 
ful. For information or reservations at any 
of the HCA hotels, contact your nearest 
HCA hotel. 


The Plaza 
New York, N. Y. 


Hotel Roosevelt 
New York, N. Y. 


The Mayflower 
Washington, D. C. 


o 
Edgewater Beach Hotel 
Chicago, III. 
o 
Somerset Hotel- 


Hotel Kenmore 
Boston, Mass. 


Palm Beach Biltmore 
Palm Beach, Fla. 


The Royal Orleans 


New Orleans, La. 
(Summer, 1960) 


Hotel Quito 
Quito, Ecuador 


Charterhouse Motor Hotel 
Cleveland (Euclid), Ohio 


Charterhouse Motor Hotel 
Washington, D. C. 





‘1OTEL CORPORATION OF AMERICA 


A. M. SONNABEND, President 
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Sullivan Gives Incliang}Fran 
Agents Five Rules Fo, |] M 
MDRT Qualification | F 


Frank E. Sullivan, American Upj, sion of 


Life, South Bend, addressing the 
nual convention of Indiana Leage 
Club at Turkey Run State Park, | 
down five rules as a step-by-step » 
proach to writing $1 million of j 
insurance. These were: Talk to » 
person a day who is on the age 
own social and economic level; », 
with the prospects or they will gy . 
without the agent; don’t finish , 
case before opening the next, x 





















write down the ultimate goal » = fog 
break it into size areas. Mr. Sully - sabe 
said the only really hard work in , “4 d 
life business is getting names. B. - 

New officers elected by the club . 
Wilbur Lawall, Lincoln National LJ Roper 


South Bend, president; Harold 3 d Mr 
Northwestern Mutual Life, Mung?” | 
vice-president; Garnett Inman, Vj 
consin National Life, New Albany, sq Public 
retary, and Robert French, New fy; 
land Life, Indianapolis, treasurer, | Detroi 


Is Broadening Of Field 


Robert W. Osler, president of |; 
derwriters National Assurance, td 
the meeting that writing health J 
surance isn’t a matter of entering 
new field. He said it is simply 
broadening of the field the agent § 
already in: The field of income 4 


for its 
inal4b 
many of 
the insul 

Manag 
has sent 
sociation 


ance as contrasted with property i 
surance. 

There aren’t even any new sal 
talks to learn, Mr. Osler stated. Tj 
agent need add only “or disability” 
any sales talk he has ever used (a ) 
cept retirement) and he has a perf Depos 
sales talk for the integrated sale 4 Seen S 
life and health insurance. - 
Mr. Osler charged that most heal} Federe 
insurance today is being sold on 
“policy peddling” basis—“A basis q The ‘ 
which you'd be ashamed to sell lig 4dminist 
insurance,” he said. Not until agenj Muities a 
accept the concept of “needs selling & 45 10 
in the health field—as they alread der the 
have in the life field—will the bus discussec 
ness see adequate coverage of ti #e coun 


American public, he concluded. spring 7 
ance C 
Raises Qualification Rules Springs. 


The association raised sharply the He sai 
qualification rules. The previous vo} Propositi 
ume credit requirement of $300,0f the depo 
was stepped up to $400,000, with rq 2 withi 
strictions placed on term used ff intended 
credit. A proposal to add a first ye &emptin 
commission requirement of $4,f Mcome e 





minimum was defeated. serves.” 
In other business, the club or technical 
resolution requesting Indiana Sta defeat th 


Assn. of Life Underwriters to S¢4 Have Bes 
action through the Indiana commi 


sioner against mail order advertis} Pee " 

ments that state or imply they off oo ” 
low rates by eliminating the agen ln 
commission. 4 

Mately — 

— achieved 

To Sell $1 Million Mr. M 

c under de 

Of Prudential Notes to that nc 


Hawley Products Co. of St. Charla most cor 
Ill., has entered into an agreement }Mnistrat: 
sell $1 million of notes due Dee. {'y treatec 
1974, to Prudential. Hawley Product’ part o 
and its wholly owned  subsidiarjover a 
Western Molded Fibre Products During n 
Gardena, Cal., produces preformq@When th 
molded fiber products. Proceeds of tiéffect, th: 
notes will be used to retire existilecific t 
indebtedness and to provide cap tular con 
improvements. 1959 act. 

Dean Witter & Co. acted as age] If depc 
for the company, which is headed 4eld not 
D. W. Hawley, and arranged the 4d henc 
nancing with Prudential’s Chicago ™ altern 
gional home office. ider 
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Incliam|Franklin Life Holds 
les For {$] Mil'ion Conference 













M4 nklin Life held the charter ses- 
ition b ge its million dollar conference in 
er?aN Unit chattanooga. The two-day conference 
lg the a honored Franklin agents who had at- 
liana Leader jgined in one year a production of $1 
ate Park, jj million of net paid face amount of 
D-by-step aff susiness. 
nillion of jj Franklin guests for the meeting in- 

ae cuded Lester O. Schriver, executive 
m the age vice-president NALU; Zack D. Cravey 
c level; gy and John R. Long Jr., commissioners 
2) for Georgia and Tennessee. 

’t finish » Speakers included Franklin’s West- 
he next, a Executive Director George A. 


ite goal » Landis; Regional Sales Director W. W. 
Mr. Sulliva Chamberlin Jr.; General Agent James 
1 work in ti p, Tisdale; Manager Fred A. Wiede- 
BAIR: mann; Director of Pension Sales W. I. 
y the club Yeagers; General Agent Russell W. 
National Lif Huether; Manager James E. Baehr, 
Harold By and Mr. Schriver. 
Life, Mune 
Inman, Vi 
v Albany, se 
ch, New Eng 
treasurer, 


Publicity Job Done By 
Detroit Assn. Shown 


Graphically In Montage 


DETROIT—The amount of publicity 
that the Detroit Life Underwriters 
Assn. has been instrumental in getting 
for its members is graphically shown 
ina 14 by 20 inch montage reproducing 
many of the articles that appeared in 
“| the insurance and daily papers in 1959. 
1 Managing Director Ruth Barringer 
has sent the composite to all of the as- 
sociation’s 1,200 members. 
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Deposit Administration 
Seen Still Warranting 


- most healt Federal Tax Exemption 
g sold on : : 
“A basis The question of whether deposit 


1 to sell jqadministration funds for group an- 
until agen} Huities are to be considered as reserves 
eeds selling % as interest-bearing obligations un- 
they alread der the federal income tax law was 


ill the busj discussed by Stuart McCarthy, associ- 
rage of ti ate counsel of Equitable Society at the 
ded. spring meeting of Assn. of Life Insur- 

ance Counsel at White Sulphur 
} Springs. 


He said there is no dissent from the 
proposition that insured plans using 
the deposit administration mechanism 
are within the category that Congress 
intended to benefit by the provision 
exempting from tax the investment 
income earnings on “pension plan re- 
serves.” It is not anticipated that 
technicalities will be permitted to 
defeat this intention. 


Have Been Treated As Reserves 


The question is whether these funds 
should be counted as “pension plan 
Teserves” like other group annuity 
contract reserves or whether approxi- 
mately the same effect is to be 
achieved through a different approach. 
Mr. McCarthy pointed out that 
; under definitions substantially similar 
> fo that now contained in section 801(b) 
St. Charle most companies issuing deposit ad- 
igreement ¥ ministration contracts have consistent- 
due Dec. }y treated deposit administration funds 
ley Produc§as part of the life insurance reserves 

subsidiar wer a period of perhaps 30 years. 
Products qDuring much of this time, however, 

preformd When the “Secretary’s ratio” was in 
ceeds of effect, this treatment did not have the 
tire existiqPecific tax consequences for a parti- 
vide capil{cular company that it does under the 
1959 act. 

If deposit administration funds are 
eld not to be life insurance reserves 
and hence not pension plan reserves, 
an alternative treatment would be to 
‘onsider the interest credited to such 
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funds as “interest paid” under section 
805(e) of the internal revenue code, 
said Mr. McCarthy. 


Would Appear To Be Warranted 


This treatment, although somewhat 
artificial as compared with the “re- 
serves” approach, would appear to be 
warranted by the language of the code. 
Considerations under state insurance 
laws, among other things, would affect 
the determination whether or not the 
results would be as favorable to in- 
surers as the treatment of these funds 
as life insurance reserves. 
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All American L.&C. 
Holds Annual Meeting 


All American L.&C. stockholders 
were told at the 10th annual meeting 
by President E. E. Ballard that the 
net asset value of the company to the 
stockholders had increased by more 
than $1,537,638 in 1959. He also high- 
lighted the gains for the first four 
months over the previous year. 

A&S premiums were $1,483,390, a 
20.8% gain. Life premiums, including 
group, were $1,106,564, a rise of 47.6%, 
and the in-force figure was $160,- 
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481,833, an 81.2% increase. Gross in- 
vestment income of $145,061 was an 
increase of 15.1%. 

Two cash dividends of $120,000 
were paid out of earned surplus, and 
a stock dividend of 6% was paid in 
April. The company will erect a new 
home office by the fall of 1961. 

Washtenaw County (Mich.) Life 
Underwriters Assn. has elected Russell 
E. Brewer president, Forrest D. Patter- 
son and Merlyn C. Keller vice-presi- 
dents, and Maurice L. Faupel secre- 
tary-treasurer. 











Richard E. Pille, President. 
Harland L. Knight, Agency Vice President. 





You'll have—More leads 
to see, More sales to close, 
if you use Security Mutual’s power ful 
‘“‘Busy Broker” Direct Mail Program! 


Here’s a program ‘‘all your own.” 


business reply cards! 


security mutu, 


y , 
its 


how to be 
a busier 
broker! 








“Ger ge. 


Put Security Mutual's 
‘Busy Broker’ Program to 
work for you! Simply fill out the 
coupon now. We'll send complete 
details by return mail! 








Completely personalized to sell your 

service. A series of proven lead-getters Neme____ 
going out under your name... bringing ; 

qualified leads directly to you on ee ___ 
And they sell some of the finest cover- iinen es 
ages you've ever seen...Retirement Street____ 
Income, Mortgage Protection, Sick- 

ness & Accident, Education as well as City__ 
coverage to supplement Social 

Security. Coverages that everyone State_____ 
wants. Coverages that are easy to sell! 








OWE 


but, Securily 


| life insurance company 





81 EXCHANGE STREET, BINGHAMTON, N. Y. 
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New Life Of Virginia 
Policy Series Being 
Quantity Discounted 


Life of Virginia has added two series 
of policies to its portfolio—the Virgin- 
ian series for policies of $5,000 or 
more and the Basic Protection series 
for smaller amounts—which have a 
quantity discounting feature and 
broader benefits. 

Minimum face amount on ordinary 
business has been reduced to $500, and 


HteNATIONAL UNDERWRITER 


$5,000 may be paid on a weekly basis 
with a $2.50 per week maximum, as 
well as at longer intervals. 

The Virginian series, issued at stan- 
dard and special class one and two, 
includes automatic waiver of premium 
benefit between ages 5-60. The Basic 
Protection series, in addition to the 
waiver of premium benefit, includes 
accidental death and loss of eyesight 
and limb benefits in the standard and 
class one and two policies. Policies in 
both series, excepting increasing term 
coverage, include without extra pre- 
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‘The Chief’s Prophecy”’ 


Following Braddock’s defeat in the French & Indian Wars of 1755, 
George Washington—as one of the few surviving officers—was con- 
soled by a friendly Indian chief, ally of the British, who foresaw in 
Washington the coming of greatness. 


This reproduction is one in a series of eleven original oil 

paintings by Walter Haskell Hinton which portray 
little-known events in the life of our Country’s first 
president, George Washington. 
A booklet containing full-color reproduction of all 
eleven paintings is available upon request. In addi- 
tion, we hope you will visit us and view the original 
paintings which hang in our Home Office Gallery. 


Washington National 
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COMPANY 


EXECUTIVE OFFICES e EVANSTON, ILL. 
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death benefit which pays an amount 
equal to the face amount, in addition 
to any ADB in the policy if insured 
dies while a fare-paying passenger on 
a public conveyance. 


Quantity Discounting Rates 


Premiums in both series are quantity 
discounted. In the Basic Protection 
series, the rate per $1,000 for face 
amounts of $2,500 to $4,999 is $1.50 less 
than that for $500 to $2,499 policies. 
In the Virginian series, the discount is 
75 cents per $1,000 for policies of 
$5,000 to $9,999 and an additional 75 
cents for face amounts above $10,000. 

Term coverage in the new series is 
convertible to whole life, including 
provisions for waiver of premium if 
contained in the original policy 

Also introduced were the following 
riders and policies: 

—A guaranteed insurability rider, 
havinga minimum of $5,000 and a 
maximum of $10,000 on the basic 
amount purchasable at three year 
intervals from ages 25 to 40. 

—A new plan providing double cov- 
erage up to age 65, at which time it 
becomes paid up. 

Family Income Riders 


—A 10-year, $30 and $40 per month, 
per $1,000 family income rider and a 
15-year, $30 per month, per $1,000 
rider. 

—An option to buy a non-medical 
single premium life policy with part of 
the proceeds from a matured endow- 
ment. The rider may be attached to all 
endowment policies and to 20-payment 
life policies on which election has been 
made to continue premiums to mature 
them as endowments. The face amount 
of the single premium policy must be 
equal to the matured amount of the 
endowment policy. The company, un- 
der this rider, makes a cash payment 
to the insured equal to the maturity 
value of the endowment policy, less 
the cost of the new single premium 
life policy. 

In addition to the changes in policies, 
premiums on annuity contracts have 
been reduced and annual premium 
retirement annuity rates have been 
graded by size. 


Agency Building Seminars 
Being Held By Berkshire 


During May, Berkshire Life is hold- 
ing a series of two-day seminars on 
agency building for general agents and 
supervisors of its full time agencies. 
At each seminar, Charles W. Earn- 
shaw, director of training and sales 
promotion, explains recruiting, selec- 
tion, training, supervision and time 
control procedures. Berkshire officers 
are scheduled to attend an abbreviated 
version of the seminars. 


May al, it: y 


Says Life Business 
Due For Bigger Share 
Of Consumer Dollar 


Life insurance will attract a digge 
share of consumer’s savings dolla, 
during the 1960s despite increasin, 
competition, T. S. Burnett, preside, 
Pacific Mutual Life, said at his cop, 
pany’s annual group seminar in Phe. 
nix. 

“There has never been a time > 
history, Mr. Burnett said, when , 
many additions to the work force wi 
have been provided in a single decag 
Quoting figures that indicated 75% 4 
all newly eligible workers in the 19), 
would be between the ages of 20 ay 
29, he said that these people will neg 
life insurance and A&S protection jp 
addition to planning for a more con. 
fortable retirement. 

Taking part in the four-day prograp 
of work sessions besides Mr. Burne: 
were 70 top Pacific Mutual represen. 
tatives and executives, including Ay 
V. Call, chairman; Ralph J. Walker 
vice-president, and Darwin S. Ligget 
assistant vice-president. 

Mr. Liggett presented productioy 
achievement awards for outstanding 
group and pension sales efforts during 
1959 to eight field office heads. Ac. 
cepting awards for their group office 
were Frederick A. Beyer, Chicago 
Donald D. Davis, Fresno; Eugene \j 
Lyons, Houston; Carroll D. Cox, Indi. 
anapolis; Walter Roche Jr., Los An. 
geles; Walter C. Profio, Philadelphia: 
Earl G. Unze, San Francisco, and Johr 
P. Farrington, Washington, D.C. 

An innovation to train field repre. 
sentatives in half the time and alloy 
proportionately greater time for policy. 
holder service was introduced at the 
seminar by Mr. Liggett. 


H. A. Houghton Elected 
John Hancock Ist V-P 


H. Arnold Houghton, who has been 
a John Hancock 2nd _ vice-president 


ay 21, 





since 1955, has 
been elected Ist 
vice-president. 
Mr. Houghton 
joined John Han- 
cock in 1924, was 
appointed _assist- 
ant manager in the 
underwriting de- 
partment in 1939 
and associate un- 
derwriting direc- 
tor in 1953. He is 
an active member 
of Home Office 
Life Underwriters Assn. which he 
served as editor during 1947-49. 


H. A. Houghton 





LIFE REGIONAL DIRECTOR, late twenties. 
Six years recruiting and training. Impres- 
sive record reducing man power turn over 
and increasing production. Earning $10,500. 





A&H PRODUCTION SPECIALIST 

17 years personal production, field manage- 
ment and Home Office supervision, mostly 
with one leading A&H Co. Will consider 
$15,000. plus incentive. 





fidential. 


330 S. Wells 





OUTSTANDING MEN AVAILABLE 


Men available for casualty—Fire—Life—A&H positions in all areas. All inquiries con- 


FERGASON PERSONNEL 
INSURANCE PERSONNEL EXCLUSIVELY 


HArrison 7-9040 


ACTUARY: LIFE-PENSION-GROUP. 

Early forties over 20 years experience with 
major life and consulting firms, includes 
research, electronics and general actuarial 
work. Salary area—$18,000.-$20,000. 


GROUP MANAGER, mid-thirties. More than 
ten years experience with two prominent 
companies. Excellent production record. 
Seeking change only for re-location East. 
making $93,500. 





Chicago 64, Illinois 
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forts during Peter Thompson, CLU, and his wife Ruth, spent their 36th in-law Jchn R. Stephenson, M.D. Another daughier, with 

heads. Ae. wedding anniversary in Hawaii this year—and awaited the three children, is married to a nuclear physicist. Peter, of 
roup offices arrival of their fifth grandchild. The matching trio are the Klove Agency, is president of Equitable’s CLU Asso- 

r, Chicago daughter Carolyn, granddaughter Mary Christina, and son- ciation, and past president of the Group Millionaires’ Club. 

Eugene i 

. Cox, Indi- 

r., Los An. 

hiladelphia 

0, and John 

, BC. 

field repre. 

> and allow 

2 for policy- 

iced at the 

| 

lected 

V-P 

10 has been ' - 

‘e-president He devotes much time to welfare activi- Has helped the Lark Ellen Home for Also is a trustee for The Barlow Sana- 
ties as a member of the Board of Gover- Boys as a Board member for many years. torium Association, for TB patients with 
nors of the Welfare Federation of L.A., Here he discusses expansion plans with limited funds. Here he tells Dr. Howard 
which handles Community Chest funds heads of the Home—which provides full- Bosworth, head of Barlow, that addi- 
for 171 social agencies. time care to boys from broken homes. tional funds are coming. 





Danish-born Peter is 
Vice President of the 
International Institute 
of Los Angeles, which 
helps foreign newcom- 


A Man’s Prestige somehow goes hand 
in hand with the prestige of the company 








ers get on their feet. he represents. This is why Peter is proud 

- Honea ee ys workers to be a life underwriter for Equitable. 
. rov e or rou ° e ° 

an ” S atviian. ele oe It is a full life. And a rewarding one. 

language needs. Living Insurance is more than a 
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Home Office Changes 


American Travelers Life 


Herbert Galin 
has been appointed 
agencies superin- 
tendent. He has 
been group district 
representative for 
Provident Life & 
Accident for the 
past 10 years. 





Herbert Galin 
Pacific Mutual Life 


R. E. Sheehan has been named ex- 


ecutive assistant. Formerly manager 
of the Pacific Mutual Building, he 
will be replaced in that post by R. M. 
Kelley Jr. In addition to his new du- 
ties, Mr. Sheehan will continue to su- 
pervise the construction of new com- 


pany-owned and occupied buildings 
countrywide. He is a director and vice- 
president of Building Owners & Man- 
agers Assn. and a past president of 
Building Managers Assn. of Los An- 
geles. Mr. Kelley for 10 years has 
been in the company’s mortgage loan 
and real estate divisions. 


Inter-Ocean 

B. B. Holmes, vice-president Al- 
lied division of Ball Bros. Co. of Mun- 
cie and general manager of the com- 
pany’s plants in that city, has been 
elected to the board to fill the va- 
cancy created by the death of B. W. 
Balay, former Inter-Ocean auditor and 
father of B. W. Balay, general agent 
for the company at Jacksonville, Fla. 


Prudential 
J. B. Murray Jr., director of city 
loans, has been promoted to executive 
director, industrial loans and property 

















Second. It has a PAID UP benefit after 75. (Between 
65 and 75 a total maximum of $7,500 is allowed. If this 
is not used up, as much as $1,000 may be carried past 
75 as paid up coverage. ) 


Next. Newborn children are automatically covered until 
the next premium becomes due. Coverage may then be 
continued without evidence of insurability. 


Next. Dependent children are carried (at dependent 
rates) until they are 22. 


Next. Biggest expenses are not co-insured. Surgery, 
hospital room and board, assistant surgeon, anesthetist 
and local ambulance service are covered 100% (subject 
to maximum limits). 
co-insurance basis. 


liberal 80°%-20% 


These benefits, combined with a maximum coverage of 
$7,500 and a choice of deductibles, make our Major 
Medical different—and popular. 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles/W. B. Stannard, Senior Vice President 
(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


We pay Lifetime Renewals...they last as long as you do! 





WHAT’S DIFFERENT ABOUT 
OUR MAJOR MEDICAL? 


First. It’s guaranteed renewable to 75. 


Other benefits are covered on a 














purchases, and G. J. Kelber, associate 
director, mortgage loan and real es- 
tate investments, becomes director, 
industrial loans and property pur- 
chases. 

G. W. Althoff, staff manager at 
Belleville, Ill., district office since 1954, 
has been promoted to regional super- 
visor in the Chicago regional home 
office. 


All American L.&C. 


R. E. Main has 
been elected vice- 
president and su- 


perintendent of 
agencies; G. J. 
McArdle’ was 


named educational 
director, and J. J. 
Mertz has joined 
the company as 
consultant to the 
administra- 
tive staff. 

Mr. Main began 
with the company 
a year ago as agency administrator and 
was formerly with Jefferson National 
Life in the field and home office, most 


R. E. Main 





J. J. Mertz 


George McArdle 


recently as director of agencies. Mr. 
McArdle has also been with the com- 
pany for one year as a general agent. 

Mr. Mertz was previously vice-presi- 
dent and comptroller of Continental 
Casualty and Continental Assurance 
and a direcor of the casualty company. 


Colonial Life 

L. S. Brown, superintendent of or- 
dinary agencies, has been appointed 
2nd vice-president of ordinary agen- 
cies. He has also been with Canada 
Life at Montreal and New England 
Life. He is a CLU. 

D. J. Moe, secretary, personal A&S, 
has been appointed 2nd vice-president 
of that department. He has been as- 
sistant secretary for United States Life 
and is 1st vice-president of A&H Club 
of New York. 

Miss G. A. Schlachter, associate ac- 
tuary, has been appointed 2nd vice- 
president, associate actuary. She is a 
fellow of Society of Actuaries. 

J. S. Thatcher, head of the under- 
writing department, has been appoint- 
ed 2nd vice-president, underwriting. 
He has also been with Equitable So- 
ciety and American Life. He is a CLU. 


American Mutual Life 
Howard Nelson has been appointed 
assistant secretary succeeding A. C. 
Latta, who is retiring after 45 years 
with the company. Mr. Nelson will 
supervise premium collection and tab- 
ulating. 


United States Life 


William Hauser, former home of- 
fice group agent, has been promoted 
to district manager in charge of the 
New York City area. 


International Opportunity 
J. O. Robinson has been elected 
executive vice-president and a direc- 
tor and will serve as chief adminis- 
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trative officer. Mr. Robinsor has 
in insurance since World War 
most recently as president o/ Coloraj, 
Credit Life and Equity Gener ‘1. 
International Opportunity was char. 
tered by Colorado a year agv and 
has $364,000 capital and $965,000 sur. 


plus. The company has $2,572,000 ig‘ 


force. 


Ohio National 


J. E. Zinchak has been _promojj Miss 
| Base, Fl 


from attorney to assistant gener 
counsel. He has been with NationwigJ 
Mutual and the Ohio insurance 4! 
partment. 


Citizens National Life 
F. J. Wilkins, administrative asgig, 
ant, has been named to the board, 


Lincoln National Life 
G. B. Simmons and J. R. Thompsy; 
have been named publications | 
sistant and publicity assistant, »| 
spectively. 


MODERN L.&A. of Chicago hy 
named Vernon Gerhardt field supe. 
visor to work out of the home offiog 
with new general agents and _brok. 


ers. He was most recently assistan} ° 


manager in the Chicago office of Cop. 


tinental Assurance and has been jj‘ 


the life insurance business since 193) 
He is vice-president of Chicago Ags 
Assn. 


GUARANTY INCOME LIFE—G. ; 
Foster Jr. has been appointed execy. 
tive vice-president. 


BENEFICIAL STANDARD LIFE hx: 
named B. H. Swig to the board. 


FIRST NATIONAL LIFE of Phoeniy 
has named M. J. Albano officer ip 
charge of systems and procedures. 


ant to the general manager of NA 
TIONAL FARMERS UNION L 
He has been with the company sinc 
1949. 


R. C. Nathan has been made ‘ 





Lafayette Life Introduces 
Policies, Other Changes 
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At Agency Convention 

Lafayette Life’s agency conventio 
in White Sulphur Springs drew ov 
200 field men and their wives an 
marked the entrance of the company 
into not only the field of gradation 0 
premiums but also, through a ne 
guaranteed purchase option, guaran 
teed insurability. A minimum $25, 
ordinary policy, the president’s special 
was introduced together with a new 
five year convertible term plan whic 
automatically converts to  ordnar) 
life at the end of the fifth year unles 
converted prior to that time. 

What the company termed a “sub 
stantial increase” in dividends bec 
effective April 1 and dividend accuml 
lations as well as deposits in the prey 
mium deposit fund are now beilg 
accumulated at 314% interest. Nev 
and revised laminated rate and valu 
slide cards were presented coverilg 
three mortgage plans and 16 othel 
permanent and term plans. 


New Life Insurer Planned 










: lan 
American Heritage Investment Cot? Be 


has been formed at Fort Wayne wij 
Harold E. Seaman as president. He 
also president of United Mutual © 
Fort Wayne. The primary purpose ? 


American Heritage Investment Commie 


will be the formation of a life insu 
ance company. 


Appalachian National Life has ! 
come a member of LIAMA. 
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Accide ntal Deaths Are 
surprisingly Low For 
‘Chutists, Missilemen’ 


A story of favorable mortality ex- 
ity vas che| ance in perilous operations was 
ag° and doy d by the occupational committee in 
$906,000 sy. tol ance t th ] t- 
: ', panel discussion at the annual mee 

$2,372,000 j ing of the Home Office Life Under- 
writers Assn. at Boston. 

Among those participating were Col. 
George M. Knauf, USAF, Air Force 
Missile Test Center, Patrick Air Force 


Aay 21, | 





Sanders & Dempsey; Howard M. Kohn 
of Grossman, Schlesinger & Carter; 
Harvey Mahlig of Peat, Marwick, Mit- 
chell & Co., and James P. Colleran Jr. 
of Lybrand, Ross Bros. & Montgomery. 
E. J. Behrens, Cleveland employe bene- 
fit consultant, was moderator. 
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Life Agency Managers Outing 
Life Agency Managers Assn. of 
Chicago will hold its annual golf out- 
ing at Brookwood Country Club, near 
Elmhurst, June 2. Frederick I. Smith, 
general agent Manhattan Life, is 
chairman. 


al 
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Triple Indemnity Rider 
Added By Citizens Life 


Citizens Life has added a triple in- 
demnity benefit to all policies having 
a double indemnity rider. The addi- 
tional benefit is available at no extra 
premium cost and becomes payable if 
the insured’s death is caused by acci- 
dent while he is a fare paying passen- 
ger on a common carrier. Although the 
double indemnity benefit is effective 
to age 65, the triple indemnity bene- 
fit is effective to age 70. 
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United States Life Total 
In Force Over $1 Billion 


United States Life’s insurance in 
force has passed the $1% billion mark 
and total ordinary paid for sales for 
the first quarter showed a gain of 
11.7%. Announcement of the in-force 
and sales figures was made in Buffalo 
by Gordon E. Crosby Jr., vice-presi- 
dent and director of agencies, at a 
dinner honoring the Chapman agency 
of New York City and Buffalo for its 
23 years of service with the company. 





pase, Fla.; Howard A. Nelson, assist- 
ant secretary of John Hancock, and 
George W. Wilson, underwriting of- 
ficer of Sun Life of Canada. 

Col. Knauf told underwriters that in 
eight years of missile operations at 
Cape Canaveral there have been three 
deaths, none of which could be as- 
cribed to a work situation peculiar to 
missile operations. 
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Human Error Persists | 


“We go to great lengths to educate 
our people in the ways to live with 
missiles safely,” Col. Knauf said. “In 
site of this it is estimated that be- 
tween 25 and 40% of missile failures 
are the result of some sort of human 
error. 

“The tool dropped from overhead is 
still the greatest source of disabling 
injuries in our missile test program,” 
he said. 

Mr. Nelson said that life companies 
are now insuring “sky divers,’ people 
who make a hobby of parachute jump- 
ing, because of reduced hazard 
through safety regulations and qualifi- 
cations which are now obligatory in 
some states. 

These parachuters pull their rip- 
cords up to one minute after the jump, 
yet in the past four years there have 
been only five deaths among those 
who belong to the Parachute Club of 
America, which regulates jumping 
conditions. 

About eight deaths a year occur in 
Mr. Nelson re- 
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Mortality Experience Improving 
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Mr. Wilson reported that the mor- 
tality hazard is decreasing in several 
ion occupations, particularly in chemistry, 
, }due to improvements in working con- 
conventid} ditions and safety consciousness since 
drew Ove World War II. 
wives aM “The hazards to health from dust, 
1e companiheat and fumes have been greatly 
pradation.s diminished by improved ventilation, 
igh a Ne air conditioning and so forth, and by 
mi, on regular medical checkups, including 
—. $25,001 blood tests, where necessary,” Mr. 
nt's SPeCl# Nelson said. 
pe pe In addition, good figures have been 
. pe shown by agricultural workers rail- 
ie wie toad employes, workers in clay, glass 
and stone, printers, and metallurgists. 
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i Compensation Plan Seminar 


now  beitd A seminar on tax saving compen- 
erest. Ne ‘tion plans sponsored by Cleveland 
“and valuf‘"apter of CLU attracted a turnout 
d covering ‘ 

1 16. othe Speakers were Norman A. Sugar- 
man of Baker, Hostetler & Patterson, 
Cleveland; Fred D. Kidder of Arter, 
Hadden, Wykoff & Van Duzer, Cleve- 
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dent. He am J. Vesely of Thompson, 
Mutual 4, Flory. The luncheon speaker, 
purpose ~ M. Dawson, vice-president of 
nent conf. tonal City Bank of Cleveland, titled 
life insu .. “A Crystal Ball Look at 
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Participating in a panel discussion 
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Survey at a glance 


1 () of the 


WORLD'S GREATEST 
CONVENTION LOCATIONS 


Yours for the asking, at no cost, is a complete survey 

of outstanding meeting places, prepared by 

Robert E Warner, Inc., recognized leader for over a quarter 
of a century in the field of hotel representation, 

with service offices in key cities. 





1960 Edition CONVENTION DIGEST just printed 
For your free copy of this colorful, informative booklet 
mail the coupon, or phone the nearest Robert F. Warner office 


ROBERT F. WARNER, INCORPORATED 
17 East 45th St., New York 17, N. Y. «© MUrray Hill 2-4300 
Chicago * Washington ¢ Boston « Toronto * London 








Robert F. Warner, Inc. 


17 East 45th Street, New York 17, N. Y. 
Please send me my free copy of the 1960 CONVENTION DIGEST 





NAME & TITLE 
ORGANIZATION 





CITY. 


ZONE 


STATE 












14 


HeNATIONAL UNDERWRITER 


Society Of Actuaries’ Western Spring Rally 
Covers Many Subjects And Developments 


NEW ORLEANS—The western 
spring meeting of Society of Actuaries 
drew 355 persons to the Roosevelt 
Hotel. Recent developments and im- 
portant problems were reviewed in 
the general session and in the three si- 
multaneous sessions held on ordinary 
insurance, industrial and employe 
benefits. A smaller company forum 
was devoted to questions concerning 


federal tax, the annual statement and 
electronic data processing. 

James E. Hoskins, recently retired 
from Travelers, society president, 
opened the meeting and presided over 
the business session. Chairmen for the 
general session were the society’s two 
vice-presidents, T. E. Gill, London 
Life, and M. D. Miller, Equitable So- 
ciety. 


Andrew Delaney, American Gener- 
al, reporting for the committee on 
construction of monetary values based 
on the 1958 CSO Table, stated that 
arrangements are well in progress for 
publishing 44 volumes with 11,000 
pages of values of premiums, reserves, 
minimum legal values and related 
functions at various interest rates. 

N. F. Buck, Lincoln National, pre- 
sented a paper on “First Year Lapse 
and Default Rates,” upon which E. J. 
Moorhead, New England Life, and 
J. C. H. Anderson, Georgia Interna- 
tional, commented. C. F. B. Richard- 





You're confident when i 
you're well equipped... 7 


You're confident when 


you're well insured... 


Zing! goes the reel—taut goes the line—what a thrill when a big one strikes! 


There are those who say fishing is all a matter of luck, but we can’t agree. . . not 
entirely. Surely you need skill, good tackle, and an experienced captain to pilot you 
safely at sea! So it is with insurance . . . an experienced Pan-American representative 
can steer you wisely along a charted course and equip you with confidence to meet any 
rough seas which may lie ahead. Most young men don’t view the future as a matter 
of “luck”. They plan . . . and protect their loved ones with adequate insurance. 


There’s coverage for mortgage payments. . . children’s education . . . even retirement 


plans cost little for men in their early years. 


Ask your Pan-American representative about all this. 


He’s an expert at tailoring coverage to fit your needs, and your budget. 


AMONG THE TOP 10% OF U. S. LIFE INSURANCE COMPANIES WRITING MORE THAN 90% OF ALL LIFE INSURANCE 
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son, Mutual of New York, oF esente; 
results of his company’s detailed stug; 
of lapses. E. J. Morton, John Haneog, 
illustrated the effects on ABRrege, 
lapse rates which are introduced Whe, 
lapse rates are known to decrease }, 
age and size of policy. N. W. Mazin. 
tyre, Mutual of New York, made thd 
observation that a reduction of jy 
in the first year lapse rate might }, 
reflected by a dividend increase F 
$.06 to $.07 per year per $1,000 gy 
insured. ‘ 

M. C. Pryce, London Life, observe; 
that “the excess net earnings fr, 
fixed value investments over |g, 
yields on stocks may well offset ap, 
moderate long term inflationary treng’ 
and that “any protracted loss of jp, 
vestment income or sharp variation; 
in surplus might well harm the indy. 
try’s reputation for strength and st. 
bility on which its growth has largely 
depended.” j 


Shepherd’s Views 


Pearce Shepherd, Prudential, ¢. 
pressed his “belief that it should 
possible to invest funds in commy 
stocks of well managed corporation; 
and be assured of a growing income i, 
the future.” Mr. Shepherd cautione 
however, that in the absence of change 
in our “practices of fixed valuatig 
standards for reserve liabilities ay 
strict standards for valuation of asset 
and definite guaranteed withdraw, 
values ... it would be dangerous ¢ 
invest a substantial proportion of ; 
life company’s funds in common stock: 
unless it was cushioned by a substan. 
tial margin of safety in terms of su. 
plus or contingency reserves.” 

W. A. Jenkins, Teacher Insurance 
referred to the wide variation in the 
degree to which companies license 
to do business in New York have in. 
vested in equities when measure 
against New York’s limitation on suc! 
investments. 

J. M. Bragg, Life of Georgia; H. V 
Lyons, State Mutual; J. W. Moran 
New York Life; I. R. Taylor, Londo 
Life and H. F. Cerwinske, Pruden4 
tial, described methods used to under} 
write higher than normal maximun 
amounts of group life insurance * 
der groups of 25 to 50 lives. M. D 
Miller, Equitable Society, reported 
progress of the committee working oy 
the development of a new group lifq 
mortality table to be used as a stand, 
ard for setting group life premium 
rates. 


Costs Up 15% A Year 


In the discussion of A&S insurance 
W. S. Thomas, Metropolitan, reported 
on the pattern of the continuing in 
creasing claim costs for group medical 
care coverages. J. R. Williams, Lincols 
National, estimated the upward trend 
in claim costs to be at the rate of 15% 
per year on comprehensive major med- 
ical coverage. M. D. Miller, estimate 
the increase to be at a somewhat lov- 
er level. H. F. Cerwinske, Prudential 
explored the merits of a scale of man- 
ual rates which would provide for au- 
tomatic monthly increases in premiums 
as a means of offsetting the effects of 
trend. 

Mr. Thomas, J. W. Moran, New York 
Life, and G. P. Archer, American Hos- 
pital & Life, cited the need for plan 
re-design as a method of removing 
incentives for misuse of hospital facil- 
ities and as a method of giving th 
employer some control of benefits and 
costs, particularly for comprehensivé 
major medical plans. 

P. C. Bassett, Towers, Perrin, Fors 
ter & Crosby, reported that his firm 
had studied claims experience in dé 

(CONTINUED ON PAGE 46) 
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Recent surveys show that New York 
Life agents secure millions of dollars of 
business through their use of Nylic’s 
varied and well-planned direct-mail 
program. 


Direct mail is just one phase of Nylic’s 
comprehensive sales promotion program. 
In addition, the program includes sales 
leaflets, attractive illustration forms, vis- 
ual sales tracks, product-information 
kits, audio-visual aids, agents’ manuals, 





Nylic 
THE NEW YORK LIFE AGENT 


. IN cl on ee 
1S A GOOD MAN TO 











A sales promotion 


greater sales potential 
and more 
receptive prospects ! 


and policyowner prestige materials, such 
as award-winning wall calendars. All of 
these pave the agent’s way to successful 
sales interviews. 


This sales promotional activity builds 
the prestige of the Nylic agent, the 
products he sells and the Company he 
represents. And most important, it is 
helping the Nylic agent increase the 
amount of insurance he writes—year 
after year—for more and more people! 


New York Life 
Insurance Company 


51 Madison Avenue, New York 10, N. Y. 
A MUTUAL COMPANY FOUNDED IN 1845 


Life Insurance « Group Insurance « Annuities 
Accident & Sickness Insurance « Pension Plans 


program that gives him 
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HieNATIONAL UNDERWRITER 


EDP Computer No End In Itselt, [ASA Told At Convention 


(CONTINUED FROM PAGE 2) 
confuses the matter of computer jus- 
tification with management control, 
Mr. Orkild stated. 

The question of computer operation 
must be tied to the underwriting prof- 
it picture as part of the expense 
which has to come out of premium in- 
come. There is a real danger of iso- 
lating computer costs as separate, in- 
cidental happenings if evaluations are 
made by such things as number of ac- 
counts, policies, etc. In the final analy- 
sis, the important point is the ability 
of the company to perform as a prof- 
it generating institution, he said. 


Got Along Without Computers 


The insurance industry has gotten 
along for many years without com- 
puters. It can reasonably be as- 
sumed that business was processed to 
at least the begrudging approval of 
the policyholder. Consequently, Mr. 
Orkild said, if money is to be spent 
on computer operations, one of two 
things must happen: The expenditure 
must displace some other expense, or 
the expenditure must add something 
of value so the policyholder is willing 
to have this extra amount tacked on 
to his premium. 

Mr. Orkild said there was one more 
possibility—but if it happened it would 
lead to all sorts of unpleasantries. 
That would be to take the money out 
of underwriting profit. 

Applications or systems which best 
lend themselves to computers are 
those which generally feature high 
volume and processing steps that lend 
themselves to standardization. This 
implies a situation where there has 
been a centralization of repetitive 
tasks. The trend of the insurance mar- 
ket is toward creating this situation 
to reduce cost by higher levels of 
mechanization, Mr. Orkild concluded. 

Indicating the interest in the field 


of group, attendance at these sessions 
was particularly heavy. Speaking at 
the opening group session, Kenneth 
Putnam, Formfit, said that business 
men want a group program that is 
tailored specifically for them. They 
want reasonable, built-in controls, but 
also a policy that has enough bene- 
fits. 

Mr. Putnam said the employer 
wants to be kept informed on new 
developments, fresh ideas. Rates must 
be founded on a sound actuarial basis. 
They must not be unnaturally cut so 
the business can be had; nor must 
they be unnaturally high so the divi- 
dend looks good. 

Too much time is spent convincing 
the employer of the worth of the group 
program and not enough time on the 
consumer himself—the employe, Mr. 
Putnam asserted. He said brochures 
put out by most companies are cold, 
drab, uninteresting and occasionally 
barely readable. He suggested that 
companies design brochures with color 
and imagination so the employe will 
actually read them. 

Mr. Putnam gave some additional 
suggestions for improving these bro- 
chures: Include an historical sketch 
of the company; put emphasis on new 
features; accentuate the positive, and 
develop statistical information using 
graphs, charts, etc. 

Insurers should lean more heavily 
on a merchandising approach, Mr. 
Putnam said. Some may think this 
somehow unsuitable to the insurance 
business, but they are wrong. 

Asked how often he would like to 
see home office officials call on him, 
Mr. Putnam said ‘More frequently. 
But when they come they should 
bring in new ideas—such as ways to 
improve the service, etc.” 

While there is always some prob- 
lem of communication between com- 
pany departments, this situation is 


greatly aggravated by the complex na- 
ture of EDP, Gustav Forsell, Atlantic 
companies, told the “Communications 
Problems In EDP” session. 

Mr. Forsell, speaking specifically 
about pre-installation communications 
problems, said a company-wide feasi- 
bility study is the best way to install 
a truly integrated electronic program. 
The feasibility team must make an 
honest attempt to study all makes of 
machines and try to achieve an un- 
biased approach. At least one full year 
is needed to complete the study; even 
in those cases where management 
is already convinced of EDP’s worth. 

As to whether management actual- 
ly reads the feasibility team’s re- 
ports, Mr. Forsell said this was true 
in his own case—although a constant 
repetition of the main facts did help 
to keep management fully cognizant 
of what was transpiring. 

It is important not to over-state the 
case for EDP, Mr. Forsell stated. 
When his own company decided to 
enter the electronic field, the report 
had unduly stressed the flexibility of 
the machine. This encouraged manage- 
ment to suggest a good many radical 
changes—one after another. 

Mr. Forsell concluded by saying 
electronic men should make more of 
an attempt to be in on management’s 
decision making conferences. 

Robert M. Greenig, Mutual Life of 
New York, discussed communication 
problems during the installation period 
of an EDP system. He said people who 
should be contacted are policyholders, 
the public in general, top management 
and staff groups, and various state 
and national associations. 

Mr. Greenig said the best approach 
to this problem is to invoke several 
(at least) different ways of telling 
EDP’s story: Letters, seminars, movies, 
charts and graphs, company publica- 
tions, press releases and progress re- 
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your future 
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Right Now—get the facts on a 


NEW APPROACH 
TO YOUR PROFESSIONAL CAREER 


as a General Agent of the Central Standard Life 
Insurance Company ... offering you a new Career 


Contract with... 


Completely Vested Renewals for the 
premium paying period of the policy 


Substantial Override for General Agents 


Accident and Sickness Plans — 
“Your partner for Life” 


High Value Low Premium Life Plans 
Top First Year Commissions 


‘The secret of success is Constancy to Purpose”"’ 


Our success has been achieved with our career men and women. 


See for yourself—Write or wire today for your 
“new approach” agent’s kit. Get full details by 
contacting your local Central Standard General 
Agent or: John M. Laflin, Vice President and 


Agency Director. 


With Central Standard You Enjoy 

* working with an agent-agency 
building organization 

* company sponsored education 

* tested-proven direct mail aids 


* liberal underwriting 





Benjamin Disraeli 


In Force: $357,405,420 
Assets: $107,284,880 
Surplus: $14,591,874 
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ports. EDP men should acti\ ely Se 
out assistance from any put-lic pg, 
tions men their company may hare 
Over-selling must be guardec: again, 
however. j 

There is a tendency on the par F 
the EDP men to forget the rest of thy 
company during the usually iengt, 
period of time during which the ms. 
chine is being installed. Open channg, 
of communication should be mai, 
tained at all times, Mr. Greenig stat 

While it is difficult to keep all 
partments advised as to the progres 
of machine installation, it is posgipj, 
that each department could have ; 
representative who would act as liaigy 
man. 

Mr. Forsell said EDP people ate 
guilty of telling the public what the 
want it to know, rather than what th 
public wants to know. The policyhol. 
er is not much interested in technic, 
details; he wants to be told how my) 
money EDP will save him. 


HIA’s Robbins Speaks 


Because all forms of insurance x 
going to be constantly before the ey, 
of the public, it will be necessary 4 
supply more and more statistical dat; 
for use in public information program: 
David Robbins, assistant director ¢' 
statistical research for Health Ingy. 
ance Assn., told a statistical panel. 

Mr. Robbins said the cost of suc 
statistical programs had been exan. 
ined by HIA and that one basic pr. 
mise underlies such cost considers 
tions—whatever is produced at the a: 
sociation level, and made available 
its member companies, will involve fz 
less in the way of expenditure tha 
would be the case if each of the men. 
bers had to produce similar informe. 
tion for themselves. 

He declared that if such data wa 
developed by persons outside the 
business, it is conceivable it might no! 
be presented in a manner favorable t 
the business. He said HIA conduct 
two periodical statistical programs ij 
support of the public informational 
activity: A monthly benefits survey 
and a group issues survey. 

Mr. Robbins said that by developing 
and publishing this constant flow ¢ 
information about the health insurane 
business, HIA is hopeful that ther 
will be developed a more favorabl 
climate for the business. 

The industry’s testimony last yea 
on the Forand bill was supported by 
statistical index, Mr. Robbins. sai¢ 
“Competent authorities tell us that thi 
data, developed at negligible cos} 
was instrumental in opening mati 
eyes, both in and out of a 
to the ultimate dangers inherent in th 
proposed bill,” he stated. 

Having met in Chicago twice in th 
past three years, the association move) 
on to Los Angeles, Toronto and Mian! 
for its riext three conventions. 


Insurance Society Course 


Scholarships Available 


Scholarships, worth $300 each, are 
available for the six-week agents’ antl 
brokers’ course to begin July 11 at the 
school of insurance run by the Insul- 
ance Society of New York. Applica 
tions for the scholarships must be sub- 
mitted before June 10. 

The course, taught by 12 faculty 
members, includes 10 hours of instruc: 
tion on life insurance, in addition 
covering property and casualty con 
tracts and manuals, bonding, agen) 
management and programing. 

Applicants who satisfactorily com 
plete the course are certified to take 
state examinations for agent’s 4 
broker’s licenses. 
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LIFE INSURANCE EDITION 








WHAT MAKES THIS trim motor scooter a sure-fire 
seller? A combination of things. Desirable features. 
Economy. And an eager market. 

So it is with life insurance. Provident Mutual, along 
with other leading life insurance companies, studied 
the possibilities of guaranteeing young people the 
opportunity to add to their life insurance protection 
as their needs and income grow, regardless of insur- 
ability. Result: The Guaranteed Purchase Option— 
it guarantees the client the right to buy added 
Provident Mutual life insurance on specified future 
dates at standard rates—as much as $10,000 more 


well 


at each option date, depending on the face amount 
of the basic policy, without further evidence of 
insurability. 

Like the perky scooter, this type of insurance is 
ideally suited to young men “‘on the grow.” That’s 
why it sells so well. When a product sells well, the 
man who sells it does well. 


Provident Mutual 


Life Insurance Company of Philadelphia 
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HieNATIONAL UNDERWRITER 


HIGHER COMMISSIONS | 


ARE THE DIFF’ HRENCE 
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The Security Benefit 
Life representative earns 
more and higher com- 
missions. He enjoys an 
increase in earnings 


| 


Conventions 


May 19-23, MDRT annual, Hawaiian Village 
Hotel, Waikiki Beach, Hawaii. 


| 
| 


May 25-27, Life Insurers Conference, annual, | 


Roosevelt Hotel, New Orleans. 

May 30-June 1, American Life Convention, 
medical section, The Greenbrier, White Sul- 
phur Springs, W. Va. 

May 30-June 3, National Assn. of Insurance 
Commissioners, annual, Fairmont Hotel, San 
Francisco. . 

June 1-2, Home Office Underwriters Club of 
the Western States, annual, Del Monte 
Lodge, Pebble Beach, Cal. 

June 15-18, International Assn. of A&H Un- 
derwriters, annual, Conrad Hilton Hotel, 
Chicago. 

June 22-25, Texas Life Underwriters, Browns- 
ville. 

July 7-9, International Assn. of Insurance 


Counsel, annual, The Greenbrier, White 


Sulphur Springs, W. Va. 


July 17-20, Consumer Credit Insurance Assn., | 


The Greenbrier, White Sulphur Springs, 
W. Va. 

July 21-23, National Assn. of Life Companies, 
annual, Skirvin Hotel, Oklahoma City. 

July 25-29, National Insurance Assn., annual, 
Sheraton-Cadillac Hotel, Detroit. 

August 22-24, International Federation of Com- 
mercial Travelers Insurance Organizations, 
annual, Queen Elizabeth Hotel, Montreal, 
Canada. 


August 24-27, Federation of Insurance Coun- 


sel, annual, Bellevue-Stratford Hotel, Phila- 
delphia. 

Sept. 11-16, National Assn. of Life Under- 
writers, annual, Statler & Mayflower Hotels, 
Washington, D. C. 

Sept. 18-21, International Claim Assn., annual, 
Whiteface Inn, Whiteface, N. Y 

Sept. 21-23, Life Insurance Advertisers Assn., 
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THINK ABOUT 
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If you are qualified in Life. 
and-Accident-and-Sickness 
Insurance and are ready 
to step up to the General 
Agent level . . . THINK 
WHAT YOU CAN BUILD 
FOR YOURSELF IN THE 
NEXT 10 YEARS WITH AN 





annual, Essex House, New York. 


through the employ- Sept. 26, Fraternal Actuarial Assn., annual, 
Queen Elizabeth Hotel, Montreal, Canada. 


OLD LINE LIFE GENERAL 





$e ivi iz Sept. 26-28, National Fraternal Congress, - 
ment of Individuali ed ‘nual, Queen ‘Elizabeth Hotel, Montreal, én AGENCY. 
. *ge 99 ada. ° ° . 
Medical Underwriting, Sept. os Life Office Stanagemant —. Old Line Life offers solid 
1, 1 York Hotel, to, f.. 
a ee advantages to such men 


Security Benefit Life’s ad- 


Sept. 28-30, Society of Actuaries, annual, Edge- 
water Beach Hotel, Chicago. 
Oct. 10-11, Conference of Actuaries in Public 


vanced and unique approach 
Practice, annual, Pick-Congress Hotel, Chi- | 


to standard and substandard cago. 

Oct. 10-14, American Life Convention, annual, 
Edgewater Beach Hotel, Chicago. 

Oct. 27-29, Midwest Management Conference, 
annual, French Lick, Indiana. 

Nov. 2-4, Institute of Home Office Underwrit- 
ers, annual, Statler Hotel, Washington, D. C. 


in the Nov. 14-17, Life Insurance Agency Manage- 
¥ n " ment Assn., annual, Edgewater Beach Hotel, 
first year with Security Bene- 


Chicago. 
fit Life. 


...modern policy contracts, 
sales aids, liberal commis- 
sions, plus financial assist- 
ance and the know-how 
you need to make your 
step a rewarding one. 





risk appraisal. In many cases 
representatives have doubled 


their commissions ‘ 
Act now, write for full 


information. The Old Line 
Life Insurance Company of 
America, Milwaukee 1, 
Wisconsin. Dept. N-5 


Forrest D. Guynn, Ex. Vice President 
R. J. Kohlruss, Director of Sales 


Nov. 28-Dec. 2, National Assn. of Insurance 
Commissioners, regular meeting, Commodore 
Hotel, New York. 

Dec. 12-13, Assn. of Life Insurance Counsel, 
annual, Waldorf-Astoria Hotel, New York. 


13, Institute of Life Insurance, annual, 


1 i Dec. 

Licensed in most states, Waldorf-Astoria Hotel, New York. 
Security Benefit Life is |“ichnunmene OO te 
* Dec. 28-30, American Assn. of University 
highly rated as a sound and Teachers of Insurance, annual, St. Louis. 
established Company which 
offers its representatives 
MORE in Home Office as- 
sistance, up-to-date policies 


IN CALIFORNIA, FLORIDA, ILLINOIS, 
INDIANA, IOWA, MICHIGAN, MINNE- 
SOTA, OHIO, SOUTH DAKOTA, 
WISCONSIN 


Qup et [ure 


Treharne, LoTruglio Win 


N.Y.C. Supervisors Award 
William M. Treharne, Mutual of 
New York, and Joseph LoTruglio, 
Aetna Life, have been named super- 
visors of the year by New York City 
Life Supervisors Assn. | 
Mr. Treharne was with Prudential | 
for six years before joining Mutual’s INSURANCE COMPANY OF AMERICA 
Myer agency as brokerage supervisor HOME OFFICE MILWAUKEE 
in 1956. He is now director of broker- 
age sales. Mr. LoTruglio joined Aetna 
Life in 1936, was with Union Mutual 


Life for eight years and, in 1959, re- ag; 
joined Aetna as district manager for >” 


A&S and hospitalization sales. VARI A B LE D0 [ [ AR 





and tested sales aids, and 
higher COMMISSIONS. 


KM ab. 


MARC F. GOODRICH, CLU 
Assistant Vice President 








Combination Managers Elect 

Columbus (O.) Combination Life 
Managers Assn. has elected Arthur 
H. Lindeman, Prudential, president. 
Frank X. Herb, Metropolitan, is sec- 
retary-treasurer. 


SECURITY BENEFIT LIFE z 


New England Life’s individual life 
INSURANCE COMPANY TOPEKA, KANSAS sales during the first quarter were 
$235.3 million, a record and gain of 
3%, bringing the individual in-force 


total to $6,035,000,000. 


counsel and aids on 
sales training, advertis- 
ing and merchandising 





KALB, VOORHIS & CO. 


Members: New York Stock Exchange 
American Stock Exchange ( Assoc.) 


1037 Woodward Bidg., Washington 5, D.C. 
REpublic 7-2424 
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Founded 1892 ‘censed in most states @ Ranked in top 10% of life companies 





TY 21, 18) oy 21, 1960 LIFE INSURANCE EDITION ’ 19 


+ 7,7*{ am monarch of all | survey” 





in Life- 
ickness 
ready 
eneral 
&THINK 
BUILD 
N THE 
TH AN 
NERAL 








s solid 
h men 
tracts, 
>mmis- 
assist- 
w-how 
» your 
e. 

vr full 
d Line 


any of 
cee I, man who sometimes forgets that his home is his castle only as long as he keeps those mortgage checks 





The Key to Real Home Ownership is a compelling sales approach to the 


} N-5 rolling into the bank. Field tested for effectiveness 
resident 
' Sales 


by 12 new agents, this presentation helped produce 
37 immediate sales from 86 prospects in less than 
_— 30 days. Total volume exceeded $450,000, with 
“2 an annualized premium of $8,875. Here, then, is 
another example of a company’s determination to 
develop maximum earning power within new agents 
in the shortest possible period of time. Proof of 
performance is revealed in the brilliant careers of 


Union Central men and women across the country. 





The UNION CENTRAL LIFE Insurance Company - Cincinnati 


Security for the American Family since 1867 
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Changes In The Field 


Occidental Of Cal. 


E. J. Clement has been appointed 
assistant manager at Grand Rapids. 
He joins Occidental after four years 
with Prudential in Grand Rapids. 
Prior to that, he was a staff man- 
ager for Metropolitan. 

D. E. Stanley has been appointed 


troit. He has been with Massachusetts 
Indemnity & Life and prior to that, 
Connecticut Mutual Life. 

Eugene Hindman has been named 
manager at the recently established 
branch at Van Nuys. He joined the 
company in 1953 and was appointed 
associate general agent in 1957. 

G. J. Burdett has been appointed 


brokerage manager at the Chicago 
Madison Street branch. He joins Oc- 
cidental after two years as an agent 
with Equitable Society in Chicago. 


Connecticut General Life 


J. G. O’Brien, formerly with the 
Boston brokerage agency, has been 
appointed assistant manager at Balti- 
more. J. R. Voogd, formerly with the 
Cleveland brokerage agency, has been 
named senior brokerage consultant at 
Baltimore. 

Appointed brokerage consultants are 





assistant brokerage manager at De- 





“Looks like Republic National Life has scored another FIRST, Charlie.” 


Republic National Life Now Offers 


AGENTS — BROKERS 


AGENTS — GENERAL 


°30,000.0 


NON MEDICAL LIMITS 


After pioneering and testing $25,000.00 Non- 
Medical Limits for seven years R.N.L. is further 
increasing its sound program of liberal under- 
ASLELil: B 





| bet we'll be posting 


THREE BILLION 


Life Insurance in force in RECORD: TIME.” 





REPUBLIC NATIONAL LIFE cwzawce Company x05, 10s 


LIFE @ ACCIDENT © SICKNESS e MEDICAL AND SURGICAL REIMBURSEMENT © HOSPITALIZATION 








GROUP © PENSION @ FRANCHISE e BROKERAGE e COMPLETE REINSURANCE FACILITIES 
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S. E. Butz, Pittsburgh; J. A. Fahn. 
stock and B. W. Hunter, both at 1, 
Angeles; W. A Guest, Oakland, (Cy. 
J. C. Mackin, Philadelphia; K. N. Mg. 
rison, San Francisco, and J. A, 
bertson and R. V. Fox, both at Ne 
Orleans. 

Appointed assistant managers ate 
Frank Radcliffe Jr. at Pittsburg) 
and E. S. Stevens at the Chicago bp. 
kerage agency. 


Connecticut Mutual 
J. J. Coursey Jr., supervisor x 
Denver, has been appointed gener, 
agent at Long Beach, Cal., to succeg 
C. C. Schneider, who has been ap. 
pointed general agent at Cleveland, { 
replace the late H. K. Kail. yy 
Schneider is past president of Lon 

Beach Life Underwriters Assn. 


Prudential 

R. E. Leppert, former district staf 
manager at Youngstown, O., has bee 
promoted to district manager at Loraip 
to succeed K. D. Seiter, who has been 
transferred to Steubenville. 

In Philadelphia, E. P. Nonnamaker 
district staff manager of the Juanit; 
Park district, has been named map. 
ager of the Tioga district to succeg 
F. J. McKeghney, who has been trans. 
ferred in the same capacity to the 
Upper Darby district. 

T. J. Lynam has been appointe 
associate manager in the LaSalle agen. 
cy at Chicago. R. J. Murphy is mana. 
ger. 


Life & Casualty 
Robert Reece, Nashville _ district 
manager, has been appointed vice- 


president and manager of the Mis- 
sissippi Valley division. He is past 
president of Nashville Life Under- 
writers Assn. and of Nashville Gen- 
eral Agents & Managers Assn. 


Old Republic Life 

Old Republic Life has appointed 
Kent Service Corp. general agent in 
Grand Rapids, Mich. The agency is 
headed by E. R. De Young, vice-pres- 
ident of Kent. He is currently presi- 
dent of Grand Rapids Assn. of Life 
Underwriters and a director of the 
state association. He is also treasurer 
of Michigan State Life Insurance 
Counselors. 


Jefferson National 
New general agents are George 
Wesley at Pompano Beach, Fla., G. P. 
Green at Bradenton, Fla., and C. M. 
Ewing at Florence, Ky. 


Lincoln National Life 

E. A. Huddleston, Hallenberg agen- 
cy, Louisville, and E. S. White Jr, 
Schuller agency, El Paso, have been 
named supervisors. Mr. Huddleston 
was with National Life of Vermont 
until joining the company early this 
year. Mr. White has been with John 
Hancock for the past four years. — 

The Martin-Tuttle agency at Miam! 
will henceforth be known as George 
W. Martin Jr. & Associates. 

C. M. Scully, general agent at New 
Orleans for 10 years, has been named 
general agent at Baton Rouge. The 
new agency, under his name, will be 
located in the Fidelity National Bank 
Building. He has held virtually every 
office in New Orleans Assn. of Life 
Underwriters, as well as in the state 
association. 

C. W. Wood, manager at Los Ange- 
les for Mutual of New York since 
1950, has joined Lincoln Life as ge 
eral agent at San Gabriel. The agent: 
known as Carl W. Wood & Associates 
is located at 222 West Las Tun’ 

(CONTINUED ON PAGE 22) 
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Avenue. A CLU, he is a past presi- 


dent of Oregon Life Underwriters 
Assn. 
C. W. Ziegler III has been appointed 


genera] agent in New Orleans. The 
agency, known as Charles W. Ziegler 
& Associates, is located in the 2025 
Canal Street Building. 

I. J. Abramowitz has been ap- 
pointed to a supervisory post in the 
O'Connor agency at Baltimore. He 
has been with the agency since 1949, 
when it was operated by Reliance 
Life. He is a CLU and life member of 


FkeNATIONAL UNDERWRITER. 


the Million Dollar Round Table. N. C. 
Oberholtzer Jr. has been named to a 
supervisory post at Tyler, Tex. He has 
been an agent for the company there 
since 1950. 


Bankers National Life 

Thomas Downs has been appointed 
regional director of agencies for Kan- 
sas, Nebraska, Missouri and Iowa, 
with headquarters at Kansas City. Mr. 
Downs, a member of Million Dollar 
Round Table, has been with Central 
Life of Des Moines. 


P. N. Marcotte, regional director of 
agencies for Florida, has been trans- 
ferred to Los Angeles, where he will 
direct agency operations in southern 
California and Los Angeles. 

The Florida regional office has been 
moved from Sarasota to Ft. Lauderdale 
and D. E. Killoren, former general 
agent at Ft. Lauderdale, has been 
named to succeed Mr. Marcotte. 


Columbian National Life 


W. C. Raitt has been appointed re- 
gional director of sales for the north- 
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Brokers can now fully satisfy their clients’ needs for 
A & H protection through Great-West’s three great 
new series of plans featuring non-cancellable and 
guaranteed continuable contracts. 


Great-Wesrt Lire 


ASSURANCE 


HEAD OFFICE - WINNIPEG, CANADA 


THE 


COMPANY 
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west with headquarters at Minn. 
apolis. He has been life departme, 
manager for Marsh & McLenna, 
St. Paul. 


Western Life, Helena 


O. P. Ostrom Jr. has been g 
pointed agencies superintendent {, 
Minneapolis and southern Minnesg, 
at Minneapolis. 


GOVERNMENT PERSONNEL m. 
TUAL has appointed J. P. Marsh ge, 
eral agent at Brunswick, Ga, {; 
southern Georgia and northern Flor. 
da. T. S. Adams becomes Zener 
agent at Anchorage for Alaska. 


SUNSET LIFE of Washington—p,. 
rick Clements has been named age. 
cies supervisor for southern Califor, 
at Los Angeles. 


AMERICAN HOSPITAL & LIFE 
H. E. Wier has been appointed gen. 
eral agent at Fort Worth. 





Salesman’s New Status 
Enumerated By Stone 
Before Peoria A&S Men 


The American salesman—former 
the butt of farmer’s daughter jokes_ 
has risen to an esteemed status today 
W. Clement Stone, president Combine; 
of America, stated at a meeting of Pe. 
oria A&H Assn. 

The saleman is now one of the im. 
portant persons in the economy and he 
has achieved this position partly 
through the application of self-motiva- 
tion’s principles, Mr. Stone said. With- 
out the aggressiveness and _ sound 
business judgment of salesmen, the 
present high level of national prosper- 
ity and productive capabilities would 
have been impossible. 

Mr. Stone said action by salesmen 
in all fields was responsible for selling 
or lifting us out of a recession in 1958. 
It has become more important than 
ever for the U.S. to keep its produc- 
tive capabilities at the highest possi- 
ble efficiency and to help other nations 
attain higher economic and industrial 
levels, he said. With American busi- 
ness now extending its operations to 
a world-wide basis, salesmen also are 
taking on the new role of implementing 
foreign policy through personal ac- 
tivities abroad. 


Holmes Will Win Again 


John J. Holmes, Montana state audi- 
tor and insurance commissioner, is un- 
contested for reelection to office in 
November. Mr. Holmes has been Mon- 
tana commissioner since 1932. He is 
now the dean of all Montana politi- 
cians, having been in elective office 
longer than anyone else. He and Comn- 
missioner William Sullivan of Wash- 
ington are the deans among insurance 
commissioners in the U. S., both hav- 
ing assumed office in the first Roose- 
velt landslide. 


Pacific Mutual In Santa Ana 

Pacific Mutual Life has opened 4 
mortgage loan office at 136 West 
Washington Avenue in Santa Ana, 
Cal. William Thornburgh, with the 
company since 1955 and most recently 
loan supervisor in Pacific Mutual's 
Los Angeles district mortgage office, 
will manage the new office. 


Miss Mercedes Tully, bookkeeper 
and cashier of Life Insurance Assn, 
has retired after 32 years with the as- 
sociation. She has been in charge of 
LIA’s accounting during a large part of 
that period. 
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Bruce Bare receives the President's Trophy for 1959 from O. Kelley Anderson, president of New England Life. 


For the third time . 


Bruce Bare Agency Wins 


our President’s Trophy 


(An achievement without precedent at New England Life) 


Many of New England Life’s 91 general agencies 
are outstanding service organizations in their com- 
munities. It is especially impressive that one agency 
has merited this award on three separate occasions 
and has been a runner-up a number of times. 


What are the criteria New England Life uses for 
awarding its President’s Trophy to an agency? Per- 
haps ‘‘general excellence” comes closest to describ- 
ing the basis for selection. Accomplishment in these 
key areas of agency management counts particularly: 
new business written (nearly three million of ordi- 
nary a month throughout 1959); development of 


manpower; sustained agency building; service to 
policyholders as reflected in the net gain of insur- 


ance in force. 


Congratulations to Bruce and his entire organiza- 


tion for a fine team record. 


NEW ENGLAND 
Mill LAF EL one 


THE COMPANY THAT FOUNDED MUTUAL 
LIFE INSURANCE IN AMERICA ®#« 1835 


125th Anniversary of Our Charter 
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Protest Treasury Move On Pension Plans 


(CONTINUED FROM PAGE 1) 
law. Anything about H.R. 10 was rig- 
idly excluded from consideration, de- 
spite pleas by Assn. of Advanced Life 
Underwriters that both matters be 
considered together. 

One of the Treasury’s main grounds 
for wanting a change is its conten- 
tion that owner-managers of corpora- 
tions that have no employes or rela- 
tively few earning modest salaries 


now can provide themselves with sub- 
stantial pensions under qualified plans 
without incurring any _ considerable 
extra costs to pay for comparable pen- 
sion benefits for others in the compa- 
ny. 

The Treasury contends that under 
such conditions the contributions un- 
der the plan may benefit only or main- 
ly the owner of an enterprise, and 
“the tax avoidance possibilities in this 


type of situation can be substantial,” 
said Mr. Lindsay in his testimony. 
Attempting to deal with this prob- 
lem, the Internal Revenue Service in 
1944 ruled that a pension or profit- 
sharing plan shall not generally be 
considered to be for the benefit of 
shareholders if contributions required 
to provide benefits for employes, each 
of whom owns directly or indirectly 
more than 10% of the voting stock of 





DIVIDENDS and INTEREST 





RATES INCREASED 


RETIREMENT INCOME 





WESTERN 
UNION 


POLICYHOLDERS TO RECEIVE ADDITIONAL 
$1,100,000 EFFECTIVE JULY 1, 1960. MAJOR DIVi- 
DEND INCREASES AT AGES ABOVE 35. INTEREST 
PAYABLE ON SETTLEMENT OPTIONS AND DIVIDEND 
ACCUMULATIONS RAISED To 3.5%. PREMIUM 
DEPOSIT FUND INTEREST UPPED TO 3.25%. 


WESTERN 


RATES REDUCED 





TERM RATES 





-PHOENI 





MUT 


LIFE INSURANCE COMP! ny’ g 


UNION 


GROSS PREMIUMS ON ALL RETIREMENT INCOME 


PLANS SUBSTANTIALLY REDUCED. LOWER GROSS 
PLUS ADJUSTED DIVIDEND SCALE PRODUCES 
IMPROVED NET COST PICTURE. PROTECTION PRO- 
VIDED ON REGULAR RETIREMENT INCOMES THRU 
$1,250 PER $10 MONTHLY INCOME (125 


MONTHS CERTAIN). 


CUT 


ACROSS THE BOARD COST REDUCTIONS ON 5, 10, 
20 YEAR TERM, AND TERM-T0-65 NOW EFFECTIVE. 
SUBSTANTIAL CUTS AT AGES OVER 25. CONVERSION 
PRIVILEGES GUARANTEED ALL PLANS; 10 AND 20 
YEAR TERM, GUARANTEED RENEWABLE. SUB- 
STANDARD RISKS ISSUED UP TO 250% MORTALITY. 
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the corporation, do not exceed jp, 
aggregate 30% of the contributions; 
all participants under the pian, g,, 
owned by a spouse or linea! de oni 
ant would be considered as owned; 
the employe. , 

However, this 30% rule was held; 
valid by the tax court in the Vol, 
ing case, since there was NO gpeq 
statutory authority for the rule. Ty 
1954 revenue code would have ,, 
stored, in modified form, the 30% ni 
“but in view of the very fundamen} 
changes involved in the House bjjj 
the recommendation of the Treasy 
Department, your committee decici 
to postpone them pending furthd 
study.” 

Mr. Lindsay said also that in opjj 
to provide equal tax treatment jt; 
necessary to apply the same limit, 
tions to pension contributions op }, 
half of owners-managers of corpor, 
tions and self-employed people. 





Sees ‘Troublesome Problem’ Uncu; 


“Unless there is such equal tre 
ment of both groups,” he said, “they 
will be a continuation of the ve 
troublesome problem that now wa 
from attempts on the part of partne 
to be treated as corporations in ord 
to secure pension advantages. The 1 
sult would be to grant owners diffe; 
ent tax treatment with regard to 1 
tirement savings depending upon ty 
form of doing business.” 

The Treasury wants the changes pj 
into effect immediately as_ respeq 
pension plans covering self-employd 
individuals and corporate owner-ma 
agers that are established after ty 
effective date of the legislation, but 
would allow a two-year grace peri 
for plans in existence before the ¢ 
fective date of the change. This woul 
also permit—if found necessary—fu, 
ther extension of the grace period ay 
in the meantime focus adequate cor 
tinuous attention on the problem | 
insure finding the soundest solutio 
said Mr. Lindsay. 

“We do not believe,’’ he said, “thd 
legislation that does nothing moy 
than grant benefits to the self-em 
ployed is justified at this time | 
terms of either competing priorities fq 
tax relief or sound budgetary requird 
ments. Legislation may be _justifie 
notwithstanding loss in revenue, if 
accomplishes needed reforms aj 
points the way to equalization in ‘ 
pension area on a sound basis.” 

The Treasury’s position is thi 
where a pension plan does not provid 
all covered employes with vested 
rights, any forfeitable contributioy 
made on behalf of employes should ni 
be permitted to accrue eventually 
the self-employed person establishit 
the plan. Instead, as under presel 
income tax regulations relating to pet 
sion plans, any forfeitures resulti 
under the pension plan should be u 
to reduce the employer’s contributio 
and should not be used to increas 
benefits for the remaining participant 
according to the Treasury. 











Vesting On Termination 


“To reduce the amounts reverting t 
an employer on termination of a pen 
sion plan, all employes covered — 
time of termination should be givé 
vested rights to benefits, as unde 
present administrative rules,” said "| 
Lindsay. 

“Under the statute, employers ma 
establish pension plans geared to 5% 
cial security benefits, and in so doiné 
take credit for social security bene 
fits relating to the first $4,800 of s#! 
aries. However, we take the positi 
that if only the owner of the busines 
(CONTINUED ON PAGE 26) 
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is covered by the private contribu- 
tions and all or almost all employes 
are in reality deprived of benefits un- 
der the plan because they earn $4,800 
or less or small amounts in excess of 
$4,800, the plan is inherently discrim- 
inatory. 
Wants Integration Limited 
“Accordingly, we recommend that 
the pension plan should not take cred- 
it for social security benefits if the to- 
tal amount of contributions for self- 
employed persons and corporate own- 
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total annual deductible contributions 
vested in all employes who are neither 
owners nor close relatives of the own- 
er. Further recommendations pertain- 
ing to the integration of pension 
plans with social security are sug- 
gested in our letter of April 1, 1960, 
for future consideration.” 

Mr. Lindsay noted that the April 1 
letter did not suggest that covered em- 
ployes be granted vested rights where 
the contributions under the plan for 
owners do not exceed the basic 10%- 
$2,500 limitation, since if vesting were 
required for all plans subject to this 


limitation it is possible that some 
hardships might arise. 

“It may be possible,” he said, “that 
where there are several owners of a 
business, contributions made on their 
behalf could be made truly forfeitable. 
By and large, however, where there is 
a single owner of a business, whether 
or not the business is incorporated, 
amounts set aside on behalf of the 
owner are as a practical matter 
vested. 

“It would seem, therefore, that con- 
tributions on behalf of such an em- 
ployer’s employes should be similarly 





ers-managers exceeds one-half of the 





The story behind 
LUTHERAN BROTHERHOOD 


Life Insurance 


What are its aims? What has it accomplished? What has its growth been? 


Lutheran Brotherhood was organized as a life insur- 
ance society to benefit Lutherans. When Lutheran 
church leaders incorporated the Society in 1917, they 
wrote into their charter this passage: “...to furnish 
protection to its members, their dependents and 
beneficiaries, through the payment of benefits in 
case of death or disability.” 

Since 1917, Lutheran Brotherhood has had an 
astounding growth. Today the Society has more than 
a billion dollars of insurance in force. In 1959 sales 
were 220 million dollars. In size, Lutheran Brother- 
hood is among the upper 10% of all life insurance 
companies in the country. It operates in 40 states and 
five Canadian provinces, offering all types of life in- 
surance and retirement plans to all Lutherans, re- 
gardless of synod. 

Church loans play an important part in the story 
behind Lutheran Brotherhood. The Society set a pre- 
cedent among insurance organizations about 1930 by 
granting loans to Lutheran churches. At present, the 
Society has some 750 church loans totaling more than 
$25 million to congregations of 12 synods in 29 states 
and 5 Canadian provinces. 


LUTHERAN BROTHERHOOD Life Insurance 


A Legal Reserve Life Insurance Society + 701 Second Avenue South « Minneapolis, Minn. 


free Full-color 


reproduction of Martin Luther 


window (18” x 24”), suitable 
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for framing and display in 
home or classroom. 


Write Lutheran Brotherhood. 
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In 1959 Lutheran Brotherhood contributed $450,000 
to benevolences. The contributions supported such 
things as: Student scholarships, faculty fellowships, 
Boy Scouts, local branches, fine arts program, Luther- 
an Center, Sunday School teaching aids, films, The 
BOND, Martin Luther Library, institutes, lecture 
series by leading scholars and other timely projects. 

Lutheran Brotherhood’s 42 years have been en- 
riched by many outstanding people and events. 
Prominent Lutherans — ministers, educators, state 
officers, businessmen — have served on its Board. 

In 1956, Lutheran Brotherhood erected their new 
21% million dollar building—a modern steel and glass 
structure —a beautiful and important addition to 
Upper Midwest architecture. 

Numerous Lutheran groups -— local, district, re- 
gional and national — are using the Lutheran Center 
for meetings and other gatherings. These facilities 
include a 266-seat auditorium, a beautiful lounge 
overlooking the terraced garden, a dining room and 
the Martin Luther Library. All Lutherans are cor- 
dially invited to share these facilities provided for 
them in the home of Lutheran Brotherhood. 
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vested if we are to keep faith ‘vith the 
requirement that the plan is not to be 
discriminatory and that the employg 
just receive benefits comparable 4 
those accorded the owner. F:om 
point of view of administration, the 
simplest rule is one which would pp. 
quire vesting, at least in the areg 
where the owner of the business, p 
reason of his controlling position, has 
in substance vested rights under the 
plan.” 


Special Profit-Sharing Problems 


Mr. Lindsay said that while profit, 
sharing plans are often lumped with 
pension plans, there are a number of 
problems with profit-sharing play 
that call for special attention. Particy. 
larly where a business owner or self. 
employed person has few or no em. 
ployes, profit-sharing plans may in Op. 
eration be highly discriminatory in fg. 
vor of the owner because of the timj 
of contributions and the fact that fop. 
feitures increase benefits to remaining 
employes, Mr. Lindsay said. In such 
situations, “without substantial em. 
ployes,” profit-sharing is more in the 
nature of a tax-saving device, singe 
the owners are in any event entitle 
to all the profits of the enterprise, he 
remarked. 

“Even with respect to larger plans 
where the bulk of the benefits got ty 
the employes, future consideration 
should be given to restoring the rule 
that a qualified profit-sharing plan 
must set forth a definite formula for 
determining the profits of the employ- 
er to be shared and for distributing 
such profits among his employes or 
their beneficiaries,” said Mr. Lindsay. 

The April 1 letter suggested that 
contributions on behalf of each self- 
employed individual or owner-manag- 
er of a corporation could be as much 
as the largest annual deductible con- 
tribution vested in any employe who 
is neither an owner nor a close rela- 
tive. 


Now Against Recommendation 


“On further examination, this rec- 
ommendation appears troublesome and 
we recommend against its adoption,” 
said Mr. Lindsay. 

Stating the ALC-LIA stand on the 
Treasury proposals, Mr. Arends said: 
“It is our position that the opening 
of the qualified pension system to the 
self-employed should be considered on 
its own merits and should not be made 
the vehicle for a hurried reconsidera- 
tion and overhauling of the complex 
laws as they have applied for many 
years to corporation plans and under 
which a multitude of small company 
plans have been established. 

“If there are defects in the existing 
laws governing qualified pension plans, 
they should be considered at another 
time after opportunity for more com- 
plete study and more comprehensive 
legislative considerations . . . In the 
past, the system of administering the 
law governing qualified pension plans 
along broad regulatory lines has 
worked reasonably well. Substitution 
of a single test establishing an arbi- 
trary limit, as proposed by the Treas- 
ury, should receive much more de- 
tailed and careful consideration. If 
such a study is to be made, we would 
be happy to cooperate with the Treas- 
ury and the staff of the joint commit- 
tee in such an undertaking.” 

Mr. Arends pointed out that in 
large corporations the number of ex- 
ecutives or owner-managers is quite 
small in relation to the total number 
of employes. Similarly, the salaries 
of such executives, though individual- 
ly quite large, are small in relation to 

(CONTINUED ON PAGE 28) 
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the total compensation paid to all 
employes. But in small corporations 
it is often the case that the major part 
of the operation is conducted by the 
owner-managers, with the assistance 
of a few other employes. 

“The equity of the limitation pro- 
posed by the Treasury disappears when 
it is seen that in applying the limita- 
tion to the small corporation, even a 
generous pension plan for the other 
employes will not be sufficient to pro- 
vide pensions for the stockholder-offi- 
cers anything like those available to 
employes of larger corporations with 
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comparable salaries, or sufficient to 
Provlue a@ teow Cssmnwa  petlnon .0Oc. ~ucn 
ma eomnany officers when they re- 
tire,’ Mr. Arends declared. 

roucuing on the 30% rule men- 
tioned by Mr. Lindsay, which was re- 
jected by the tax court, Mr. Arends 
pointed out that that rule and the one 
proposed for inclusion in the 1954 
code were to be applied to total con- 
tributions to the plan, and not limited 
to contributions vested in the em- 
ployes. 

“It should be noted, of course, that 
under existing Treasury regulations 


Are you like Joh 


One day late in 1958 a Midland 
Mutual General Agent called the 
home office. “I’ve got a man for 
you,” he said. “His name is John 
Hubbell, and he has what it takes 
to be a fine general agent—ambition, 
experience and enthusiasm.” 

We talked to John. Everyone in 
the home office liked him immedi- 
ately. He had the qualifications, so 
we offered him a contract. Did he 
accept? 

“You bet I did,” says John today. 
“The people at Midland showed me 
that they understand the impor- 
tance of close, personal cooperation 
between home office and field force. 


They offered me the opportunity to 
start building my own business, 
backed by the kind of support a new 
general agent needs. What’s more, 
Midland gave me a liberal contract 
with generous allowances for oper- 
ating expenses and development.” 
If you’re like John Hubbell, 
you’re ready for your own agency. 
You may be stymied in your present 
position, waiting for the right 


and the code itself, any contribution 
uy the employer is made _ irrevoca- 
diy and vested in the plan,” he said. 
“It may not be recovered by the em- 
pioyer. The Treasury would inject a 
new element by making mandatory for 
its proposed test the vesting of em- 
ployer-contributed amounts in the in- 
dividual employes.” 


Vesting Is Encouraged 


Life insurance and annuities in pen- 
sion plans by their very nature en- 
courage vesting, said Mr. Arends. Con- 
ceding there are arguments in favor 


opportunity to come along. You’re 
looking for a company with all the 
advantages: quality products, 
financial strength, and outstanding 
home office support. In short, you’re 
looking for Midland Mutual. 

Write Charles E. Sherer, CLU, 
Vice President:and Director of 
Agencies, The Midland Mvtual Life 
Insurance Company, 296 East 
Broad Street, Columbus, Ohio. 


* MIDLAND MUTUAL 
. LIFE INSURANCE COMPANY 


Midland Mutual has immediate agency openings in Tampa-St. Petersburg; Charlotte, North Carolina; Baltimore; Louisville; Memphis. Opportunities also available in other areas. 
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of vesting after a reasonable waitj 
period, he pointed out that the fy 
must be faced that immediate or ear, 
vesting greatly inereases the cost u 
pension plans and limits the ability , 
the small employer, in particular, 
provide adequate pension COVErage, 
for those faithful employes who ». 
main with him to retirement age. 
“The requirement for immediate or 
early vesting in order to permit Spe. 
cified contributions is unworkable yp. 
der certain forms of pension Coverage” 
he said. “For example, under depog 
administration plans, no specify 
amounts of employer contributions a, 
assigned to specific individuals befo, 
retirement. Indeed, under most nop. 
insured plans no specific assignmey 
is actually made even at retirement 


B:sed Only On Averages 


“The funding methods employe 
may involve actuarial assumptions a 
to mortality, future salaries, with. 
drawal rates, and retirement rates jp 
terms of expected average results an; 
thus make it impossible to ascribe , 
particular dollar amount to each ind. 
vidual employe. Consequently, th 
rule proposed by the Treasury cannot 
be applied to many of the existing 
pension plans and would preclude th 
use of these two much-utilized fund. 
ing methods for new plans.” 

Moreover, the Treasury rule would 
discriminate against a popular fom 
of group annuity contract, said Mr 
Arends. Under such a plan, the en. 
ployer buys for each employe a fixed 
amount of annuity each year. This be- 
comes payable on retirement. The pur. 
chase price of this fixed annuity 
increases as the employe grows older, 
Thus, when the owner-managers are 
older than the other employes their 
contributions are relatively higher per 
unit of benefit than the contributions 
in behalf of the other employes. 

It follows that the Treasury rule, 
which applies on a year-to-year basis 
rather than on a cumulative basis, 
would, when applied to a_ deferred 
group annuity plan, be more restrictive 
upon the owner-manager than when 
applied to a plan providing for the 
payment of level contributions, said 
Mr. Arends. The effect of the rule 
would be to discourage employers 
from adopting the deferred group an- 
nuity contract, though it is one of 
the most popular methods of funding 
insured pension plans. 

As to the Treasury’s concern over 
possible discrimination in favor of 
owner-managers who eliminate from 
pension plan coverage those employes 
earning not more than $4,800 annual- 
ly, “it seems to us that the Internal 
Revenue Service has sufficient au- 
thority under existing law and reg- 
ulations to prevent such discrimina- 
tion in qualified plans, regardless of 
the size or the type of business entity 
adopted by the employer,” said Mr. 
Arends. This makes the Treasury's 
current suggestion unnecessary “and 
would only add further complexity to 
an already involved facet of the pen- 
sion field.” 


Unjust ‘vo Present Plans 


The Treasury’s proposed restrictions 
should not in any event be applied to 
plans already qualified under existing 
law, Mr. Arends declared, for a pe? 
sion plan is necessarily a long-term 
arrangement relied upon by all cov- 
ered employes for their future finan- 
cial security and in setting up the plan 
employers have relied upon the law 
as it then existed. 

The inevitable effect of the enact- 


ment of the Treasury’s April 1 Pr” 
(CONTINUED ON PAGE 30) 
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“Nationwide is tops with us! 


Anthony Polito, Secretary-Treasurer 
of the above local, doesn’t mince 
words in praising Nationwide. Over 
450 members of this local are covered 
by a Nationwide Group Life and 
Weekly Income Benefit program. No 
worry about claims— Nationwide set- 
tles them promptly. No worry about 
service — Nationwide Group experts 
are available on a local basis. No 
worry about coverage— Nationwide 
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Union officials, Anthony Polito, Secy.-Treas. (seated), Joseph Costanza, Business Agent (left), Oscar Cocchiara, President (center) with Sebastion Chiap- 
pone, Nationwide agent (right). Union is Journeymen Barbers, Hairdressers, Cosmetologists and Proprietors’ International Union of America Local 246. 
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tailors plans for your specific needs. 

Nationwide Group Plans cost less, 
offer you more. Whether you’re an 
employee representative, or an em- 
ployer...or a broker in search of a 
low-cost, up-to-date plan for a client 
—there’s a Nationwide Group cover- 
age to suit your needs. 

For details, write: Nationwide 
Group Operations, 246 North High 
Street, Columbus 16, Ohio. 
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Nationwide Life Ins. Co./ Nationwide Mutual Ins. Co./ home office: Columbus, 0 
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The Werle of Balloons 
anton Candy 








emember the days when balloons, cotton candy, and ice cream were 
extremely important factors in your life? 
As we grow older, we think less about our childhood dreams and 
concentrate on present day realities such as future security. 
Granted, balloons may have been more enjoyable subjects but even 
they would occasionally pop and change our world of make believe 
into a world of tears. This a perfect analogy for our present world 
of realities. If a disaster were to strike your family, could you cope 
with it? Or will a disaster shatter your “balloon of security.” 
The Federal Life Insurance Company of Chicago offers the finest 
Secured Income Plan in the insurance field today. This non- 
cancellable, guaranteed renewable plan is a combination of Life and 
Accident and Health—just the thing to protect your “Security 
balloon.” 
If you would like further details on selling this plan write: Emery 
Huff, Agency VP. Manager openings in Kansas City, Minneapolis- 
St. Paul and other prominent cities are available. 





FEDERAL LIFE INSURANCE COMPANY 
6100 N. Cicero Avenue 
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posal would be the termination of 
many present plans, unless changes 
in the law are not applied to them, 
Mr. Arends warned. The loss thus 
suffered would be borne by lower- 
paid employes even more than by the 
owner-managers. The Treasury’s pro- 
posed two-year grace period would be 
insufficient to overcome these hard- 
ships. 

“It is an anomaly of this recom- 
mendation,” said Mr. Arends, “that 
it places on a pension plan benefit an 
arbitrary ceiling based primarily on 
the number of employes covered rath- 
er than on the rules of non-discrim- 
ination which have been developed in 
the past. 

“Small employers are in competi- 
tion with large employers for talented 
supervisory employes. Lacking the se- 
curity offered by the large employer, 
the small employer may offer minori- 
ty stock interests as incentives for 
such employes. Yet, under the Treas- 
ury proposal, a stock interest of as 
little as 10% makes such a supervisory 
employe an owner-manager and limits 
his pension privileges. Obviously, the 
rule goes entirely too far and would 
seriously handicap small business in 
attracting management talent.” 





NALU POSITION 


Speaking for NALU, Mr. Schneider 
stressed particularly the unfairness of 
the Treasury proposal as it would af- 
fect the older owner-manager. In 
NALU’s opinion, the 10%-$2,500 lim- 
itation or any other fixed formula 
“would be utterly unrealistic and dis- 
criminatory,” he said. 
Assuming a pension to be funded 
by a non-participating retirement in- 
come policy providing payments of 10 
years certain and life thereafter, he 
showed figures on the cost of a plan 
providing 30% of annual salary for a 
man earning $15,000 a year. At age 
30 the annual premium would be $1,- 
265 or 8.4% of salary. Purchased at 
age 55, it would be $5,952 or 39.7% 
of salary. The cost at age 35 would 
be $1,560 or 10.3% of salary, hence, 
the Treasury’s proposed 10% rutfe 
would permit the purchase of the nec- 
essary retirement income policy only 
for an owner-manager less than 35 
years old. 

Mr. Schneider also showed how the 








10% rule would work out at various 
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Assets total $218,176,857.94 ... Interest earned at the rate 
of 4.32% ... Total investment income, $9,026,790.52 ... 
Ratio of solvency, 116.56% . .. Life insurance in force, 
$640 million . . . $870 million returned to policyholders and 
beneficiaries—$856,700,000 in benefits, $13,300,000 in divi- 
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ages. At 35 it would permit buying , 
pension providing $5,335 a year, 
35.5% of salary. At rising ages, 
chase of an annuity with 10% of 
come would result in a retirement j 
come as little as $1,135 a year, or 7, 
of salary. 

Mr. Schneider made strong obje, 
tion to the Treasury proposal that 
there would be no special limit on 
non-discriminatory contributions fg 
corporate owner-managers “if the to. 
tal amount of such contributions dig 
not exceed one-half of the total an. 
nual deductible contributions vesteg 
in all employes who are neither owp. 
ers nor close relatives of an owner” 
This limitation would be “completely 
inequitable and unrealistic,” said My 
Schneider. 


Firm With Six Employes 


Again using a non-par retirement 
income policy providing 30% of Salary 
at age 65, Mr. Schneider took as an 
example a firm with six covered em. 
ployes. Two are stockholders, one of 
them being age 50 and getting 
monthly salary of $2,000, while other 
is 45 and gets $1,500 a month. All the 
other employes also get pensions 
equal to 30% of salary. 

It is found that 73.2% of the total 
annual premiums under this non-dis- 
criminatory plan would have to be 
paid on behalf of the two owner. 
managers to provide them with the 
same pension benefits relative to sal- 
ary as are provided for the four rank- 
and-file employes, Mr. Schneider 
pointed out. 


Pension Would Be Slashed 


On the other hand, if the plan had 
to meet the Treasury’s proposed 33- 
¥% rule, the older owner-manager’s 
pension would have to be drastically 
reduced to about $110 a month and 
the younger owner-manager’s would 
be slashed to about $82. Thus, they 
would be entitled to a pension of only 
about 5%% of salary each, whereas 
the rank-and-file employes would 
each be entitled to a pension of 30% 
of salary. 

Mr. Schneider conceded that the 
owner-managers could do a little bet- 
ter than that under the Treasury's 
proposed 10%-$2,500 rule, which 
would allow deductible contributions 
in the owner-managers’ behalf of $2,- 
400 an $1,800 annually, respectively. 
But even this choice would not help 
much, for the pensions of the two men 
would be only $240 a month or 12% 
of salary for the older man and $256 
a month or 17% of salary for the oth- 
er. 


Older Man Gets Less 


“You will note,” said Mr. Schneid- 
er, “that the older man’s pension 
would be considerably less than the 
pension payable to the lower-salaried 
younger man, both in terms of dollars 
and percentage of salary. This in it- 
self would be a most inequitable re- 
sult, to say the least.” 

Mr. Schneider emphasized that for 
the owner-managers in this example 
to be entitled to a pension of 30% 
of their salaries under the proposed 
33144 rule, their corporation would 
have to employ at least 20 additional 
rank-and-file employes in the same 
age and salary groupings as the four 
rank-and-file employes given in the 
example. 

For many corporations it is not only 
unnecessary but it might well be im- 
possible to maintain such a relatively 
large force of rank-and-file employes, 
hence the proposed 33% rule would 
discriminate not only against small 
owner-managed corporations as a class 
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mites 
IS A LOT? 















That depends on you! It de- 
pends on how much money 
you want to make — and 
whether you can instill in 
others your spirit of accom- 
plishment and “know how”. 
So, ask yourself: 

























Can | show others how to 

prospect —to get leads 
from their own efforts, 
ability and imagina- 
tion and not depend on 
the home office or their 
supervisor? 
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OL SE ee rE ERD 


Can | inspire others to 
tell a convincing story 
—and do better with a 
proven competitive 
merchandising plan, 
featuring dismember- 
ment—lifetime income 
—top value income 
settlement option— 
and the premium pay- 
ment plans of the 
future, Check-O-Matic 
and Aut-O-Check? 

































Can | inspire others to 
enjoy competition— 
and more important, to 
compete with them- 
selves? 


















Can | instill in others the 
desire to earn—more 
money by making the 
most of their abilities? 


















If you can give affirmative 
answers to those questions, 
then there’s no limit to 
“How Much Is A Lot” when 
you have an Ohio State Life 
Contract which offers: 


















Highest lifetime service 
fee in the business to ad- 
equately compensate the 
career underwriter—ful- 
ly vested renewals for 9 
years—top Ist year com- 
mission on par and non- 
par policies—agency 
office allowance—non- 
contributory pension 
plan — operating capital 
for new agents. 





















. 
THE Oft10 STATE LIFE 
MSUMANCL nary 


COLUMBUS 15, OHIO 
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but also between individual corpora- 
tions in that class, Mr. Schneider ob- 
served. 

Under such circumstances it is obvi- 
ous that no pension plan would be set 
up, or if already in existence it would 
not long be maintained, said Mr. 
Schneider. Instead, the owner-man- 
agers might be expected to eventually 
sell the business and retire on the 
capital gain realized from the sale— 
but there would unfortunately be no 
pensions for their rank-and-file em- 
ployes. 


Favors Split Participation 


Objecting to the Treasury proposal 
that owner-managers not be _ per- 
mitted to increase the amounts con- 
tributed on their behalf to qualified 
pension plans by splitting their ac- 
tivities into several businesses, each 
with a different pension plan, Mr. 
Schneider said, “We see no reason 
why an individual who is an owner- 
manager of several corporations, who 
contributes to their success and who 
draws a salary from each should be 
prohibited from participating in their 
respective pension plans. 

As to the Treasury’s proposed vest- 
ing requirement aimed at making sure 
that funds ostensibly contributed on be- 
half of employes “will not as a result of 
forfeitures eventually accrue to the in- 
dividuals establishing the plan,” Mr. 
Schneider expressed the belief that 
the decisions on vesting should be left 
to the employer and employes, for “to 
make such vesting a mandatory re- 
quirement in the case of pension plans 
set up by owner-managed corporations 
would discriminate against such cor- 
porations.” 

The proposed denial of the integra- 
tion privilege drew from Mr. Schneid- 
er the objection that to subject small 
corporations to further restrictions 
than those now available to the Treas- 
ury would have a marked deterrent 
effort on the setting up of pension 
plans by many corporations. 


New Johnson City, Tenn., 
GAMC Unit Names Officers 


A local association of General Agents 
& Managers Conference of NALU has 
been formed at Johnson City, Tenn., 
with the following officers: 

F. L. Williams, Life of Georgia, 
president; Virgil D. Cross, Equitable 
Society, vice-president; Charles L. 
Johnson, Standard Life of the South, 
secretary-treasurer, and Stanford Pot- 
ter, Metropolitan Life, national repre- 
sentative. 

Elected directors were Harry L. Aus- 
mus, Home Beneficial Life; John W. 
Brock, Independent Life; H. F. Giles, 
Prudential; Harry McKensie, Inter- 
state Life & Accident, and J. C. Clem- 
mer, American National Life. 


No. American L.&C. Near 
Billion After Good Quarter 


Life insurance in force of North 
American L.&C. zeroed in on the bil- 
lion dollar mark, reaching $953,000,- 
000 at the end of the first quarter, 
President H. P. Skoglund told stock- 
holders at their annual meeting. Pre- 
mium and investment revenue amount- 
ed to $4,903,974, an increase of 11.8%. 


April Big Month For Northwestern 
Northwestern Life’s president’s cup 
campaign during April produced a total 
volume exceeding $3 million, 437 life 
applications and 223 A&S applications. 
As a result of the campaign, April was 
the largest month in the company’s 
history and production was 50% ahead 
of any previous year. 
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REINSURANCE 


FOLLOWING YOU 


into every jurisdiction of 
the United States, to in- 
crease your scope, capacity 
and security— 


Employers service is com- 
plete in your field— 
THE A& S LINES 





EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 
21 West 10th St. 


CHICAGO 
175 W. Jackson 


SAN FRANCJSCO 
100 Bush St. 


NEW YORK 
107 William St. 











WISCONSIN 
NATIONAL LIFE 
presents 

AN INSURANCE 


iS 


GUARANTEED ESTATE PLAN 


For Juveniles 

















































@ ONE $50 PREMIUM — pays for $1,000 
life protection to age 23. Issued at ages 
0 through 15. 

















@ AUTOMATICALLY INCREASES at age 23 
to $5,000 Life Insurance. Extra-low $75 
annual premium guaranteed. Payable 


only to age 65. 


@ INCLUDES 4 GUARANTEED INSURABIL- 
ITY OPTIONS—buy an additional $20,000 
in units of $5,000 each at ages 25, 27, 
29, 31 (at rates then in effect) without 
proof of insurability. 













@ UP TO 2 UNITS AVAILABLE. 

















For Complete Details Write 
L. B. VAN TREESE, 

Vice President, 

Director of Agencies 


WISCONSIN NATIONAL LIFE 
INSURANCE COMPANY 


Oshkosh, Wisconsin 
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xp NEW COMMISSION DOLLARS IN YOUR POCKET 
xp NEW CLIENTS IN YOUR FILES 


Here are four Attna Life plans offering all your policyholders and all your prospects just 
the protection they need and want. Top quality, flexible coverage, wide range of benefits 
at competitive prices. 


1 PAID-UP AT 65 Hospital and Surgical Plan.* 


Maximum of 365 days of hospital coverage for one iliness. 


Offer your clients and prospects hospital and surgical protection, 
Guaranteed Renewable for life, with no premium payments required 
on covered persons after 65. Broaden your market with “look- 
ahead” families who want a generous benefit scale for hospital 
confinement and miscellaneous expenses, surgical fees, emergency 
treatment and maternity. Dependents who marry, or reach the age 
of 22, have the right to convert to their own individual, Guaranteed 
Renewable policies. 


? SENIOR CITIZENS Hospital and Surgical Plan.* 


30 or 60 days of coverage for each iliness. 


This Guaranteed Renewable plan is designed specifically for men 
and women aged 60 and over (no age limit), and as a conversion 
policy from family policies. Here is a brand new, important market 
which rounds out your sales portfolio by offering clients the cover- 
age they need—on a lifetime basis. Conversion right for dependents. 


FOR HIGHER PERSISTENCY-RENEWAL DISCOUNTS ON ALL POLICIES 





NEW POLICY FORM de 

“> 
Your policyholders will like this new booklet-type ~ ™# ra > 
policy. With table of contents and easy to read ee 


schedules and benefit explanations. Ask to see a 
sample. 


HieNATIONAL UNDERWRITER 


Now! A Guaranteed Renewable 
Accident and Sickness Plan 
For Everyone 





May 21, 196 


HOSPITAL AND SURGICAL PLAN. 
Guaranteed Renewable for Life.* 
Maximum of 365 days of coverage for each iliness. 


This Astna Life plan lets you offer clients hospital and surgical 
protection for individuals and every eligible family member. 
Guaranteed Renewable for life with reduced benefits at 65. Flexible 
benefits include hospital confinement, surgical fees, miscellaneous 
hospital expense, emergency treatment and maternity. Conversion 
right for dependents. 


NON-CANCELLABLE GUARANTEED RENEWABLE 
Accident and Sickness Income Protection Plan.** 


The perfect way to round out the insurance service you give your 
clients. Written on an age-at-issue basis from 18 through 59, renew- 
able to 65. Coverage maintained to the usual retirement age of 65 
at original rate. Features allow client to select amount of death, 
dismemberment and monthly indemnity coverages with wide range 
of waiting periods. 


*Available in all states except Massachusetts. 
**Not available in New York and Massachusetts. 


AUTNA LIFE 


AFFILIATED COMPANIES 


Atna Casualty and Surety Company e A tna Life Insurance Company 
Hartford 15, Connecticut 
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Drges Adapting 
(asualty Methods 
To Health Insurance 


liberty Mutual Chairman 
Says Rehabilitation Is 
‘Challenge, Opportunity’ 


Preventive medicine and rehabilita- 
tin of the disabled present both an 
opportunity and a challenge for the 
health insurance business, S. Bruce 
Black, chairman Liberty Mutual, de- 
dared in his address at the annual 
meeting of Health Insurance Assn. in 
Dallas. Greater service to the public 
can be provided by insurers “if we 
make up our minds that what is done 
to our claimant to treat and cure him 
is our business,” he said. 

The concept of insurance as protec- 
tion by prevention of loss, as well as 
indemnification for losses not pre- 
vented, is applicable to all kinds of 
insurance protection but it has not had 
equal emphasis in all kinds of insur- 
ance, Mr. Black observed. Research 
into the causes of fires and into ways 
of minimizing the causes of fires has 
accomplished much in reducing the 
cost of fire losses over 125 years. 
Minimizing the causes of injuries in 
industry and care and rehabilitation of 
the disabled has greatly reduced the 
cost of work injuries. Similar results 
have been accomplished for other kinds 
of risks. However, in group A&S there 
has been “too much emphasis of often 
small differences in operating costs, or 
so-called ‘retentions,’ and all too little 
on the much greater possible savings 
through a better use of good medicine 
both preventive and curative.” 


Experiment Started In 1950 


Liberty Mutual embarked 10 years 
ago on an experiment to determine 
whether a casualty insurance philoso- 
phy could find an answer to the cost of 
serious illness. Mr. Black said the ex- 
periment was undertaken with some 
misgivings. “Attempting to provide 
broad coverage up to $5,000, without 
schedules and inside limits, at a time 
when the industry was struggling 
with maximums of $8 to $10 per day 
for hospitalization and $150 surgical 
schedules, with an over-all maximum 
benefit for the most serious cases of 
$400 to $500 must have seemed like 
wild management to many of you. 
You must realize, however, that to 
those of us in casualty management, 
who are daily faced with medical care 
costs per case of many times the $5,000, 
this maximum did not seem to be an 
astronomical sum. We had no strong 
reliance upon actuarial data. There 
was none in existence. Instead we laid 
down principles and controls that tied 
in with our know-how on occupational 
disabilities. The medical services had 
to be necessary. The fees had to be 
Teasonable based upon good medicine 
in the community. The disabled person 
had to have a stake in the cure. We, as 
the insurer, assumed the obligation to 
cooperate with the patient, the doctor, 
the nurses, community agencies and 
facilities to see that these conditions 
prevailed. It worked.” 

But, Mr. Black added, there came a 

(CONTINUED ON PAGE 40) 








Health Insur- 
ance Assn. leaders, 
from left, Millard 
Bartels, chairman 
insurance execu- 
tive committee and 
general counsel of 
Travelers, the new 
President; V. J. 
Skutt, president 
Mutual of Omaha, 
outgoing president, 
and Robert R. 
Neal, general man- 
ager. 








Skutt Suggests Six-Point Program To Battle 
Threat Of Socialization Of A&S Insurance 


No other area of service in the lives 
of the American people represents 
“such a complete fulfillment” as does 
voluntary health insurance, V. J. Skutt, 
president Mutual Benefit H.&A. and 
president of Health Insurance Assn., 
said in his address at HIA’s annual 
meeting in Dallas. Last year was the 
greatest record in the history of pri- 
vate health insurance, he added, with 
more than $5.1 billion paid in bene- 
fits, nearly double that paid only five 
years ago. And the first quarter of 1960 
shows payments up 13% over 1959. 

The rate at which additional people 
are being covered by health insurance 
exceeds the rate of increase in the pop- 
ulation by 4% times, Mr. Skutt de- 
clared. 


127 Million Covered 


“Based on this record—and assum- 
ing that the government will permit 
people to continue to provide for their 
health insurance needs the voluntary 
way—more than 80% of the popula- 
tion will be so covered by 1965,” he 
predicted. He pointed out that more 
than 127 million persons are covered 
with some form of health insurance, 
while 115 million own life insurance 
and 58 million own automobiles. 

Despite these records of accomplish- 
ment, including the making of health 
insurance available to every man, 
woman and child, Mr. Skutt said pro- 
posals to federalize the business have 
created the gravest threat A&S insur- 
ance has had to face. The answer to 
why there is agitation for a govern- 
ment sponsored, tax-supported medi- 
cal care program for the aged as a 
substitute for voluntary coverage is 
“pressure politics.” 


Forand Legislation Irreversible 


“Some have decided that this is the 
year for the big push of the U. S. into 
the morass of the welfare state,” he 
stated. He called adoption of Forand- 
type legislation “an irreversible step 
toward the welfare state. The indus- 
try is not confronted with just a bill, 
but a philosophy, he declared. It in- 
volves compulsory tax withholding 
and constant broadening amendments. 
Statements from backers of such leg- 
islation that it is only what other 
countries are doing is an admission 
that those backers favor a welfare 
state, Mr. Skutt added. 

Forand-type legislation can’t be wa- 
tered down, he warned, any more than 
death can be watered down. Once 
adopted, the philosophy prevails, 


whether the start is big or little. 

He said that despite mass meetings 
and clamor of a vocal minority, “the 
great majority of the senior ages, as 
well as the rest of our people, do not 
wish to take this backward step.” 


Six Points Given 


Mr. Skutt recommended a six-point 
program for the A&S industry to cope 
with this problem: 

—Opposition to any compulsory gov- 
ernment health insurance program 
with its concomitant welfare state. 

—Strengthening of public assistance 
for the older persons who need finan- 
cial help; but at the same time encour- 
aging reduction of inflation so that the 
dollar will buy more. 

—Continue broadening benefits and 
reduction of costs of group and indi- 
vidual health insurance for all ages. 

—Aid improvement in nursing home 
development and_ self-care hospital 
programs for the aged ill. 

—Development of a comprehensive 
educational program so that the pub- 
lic is better informed on the usefulness 
of voluntary health insurance. 

—Assist in studies of state and na- 
tional conferences on the aged with 
the objective of helping older persons 
obtain wider participation and enjoy- 
ment of work and recreation. 


Panel Gives HIA 
Views On Going 
Multiple Line 


The pros and cons of multiple line 
operations were discussed at the HIA 
meeting by three insurance company 
executives. Arguments in favor were 
given by Travis T. Wallace, president 
Great American Reserve, Dallas, and 
Edwin H. Marshall, vice-president In- 
demnity of North America, while 
Charles G. Hill, vice-president Mas- 
sachusetts Mutual, offered an oppos- 
ing point of view. 

Their talks were delivered during a 
symposium, “The Trend to Multiple 
Line Affiliations: Considerations Af- 
fecting Management Decisions,” that 
preceded the annual luncheon of HIA. 

Mr. Hill emphasized that in each 
instance the question of multiple line 
affiliations “must be approached from 
the standpoint of considerations pecu- 
liar to the individual company.” He 
said there is an accelerating trend 
toward specialization within the life 

(CONTINUED ON PAGE 39) 
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Old Age Insurance Tops HIA Agenda 


Federal Threat, 
Industry Response, 
Studied At Dallas 


Forand-Type Legislation 

Biggest Problem A&S 

Business Has Encountered 
By JOHN BURRIDGE 


DALLAS—Members of Health In- 
surance Assn., holding their fifth an- 
nual meeting here this week, were put 
on notice emphatically that the newest 





NEW OFFICERS ELECTED 

President—Millard Bartels, Trav- 
elers. 

Vice-president—H. Lewis Rietz, 
Great Southern Life. 

Secretary—R. L. Paddock, Time 
of Milwaukee. 

Public relations committee chair- 
man—J. W. Scherr Jr., Inter-Ocean. 

New members of the board— 
Nicholas Dekker, Fidelity & Cas- 
ualty; Howard Hutchinson, Nation- 
wide Mutual; J. K. MacDonald, Con- 
federation Life of Canada; James T. 
Phillips, New York Life; James A. 
Powell, Provident Life & Accident. 











crisis of A&S insurance—the threat 
of government intrusion to provide 
benefits for persons over 65—is the 
most serious the business and HIA 
have had to face. It was described by 
the outgoing president, V. J. Skutt of 
Mutual Benefit H.&A., as posing “an 
irreversible step toward socialism,” 
while other leaders warned that the 
danger will not pass or abate even if 
nothing happens in the present Con- 
gress. 


Means Are Discussed 


Means of coping with this overrid- 
ing problem occupied, in direct or in- 
direct form, most of the sessions of 
the Dallas convention. HIA companies, 
writing 80% of the private A&S in- 
surance in the country, are faced with 
a challenge they may not even have 
time to meet adequately. If action on 
Forand-type legislation is postponed 


until after the elections the compa- 
(CONTINUED ON NEXT PAGE) 





Ardell T. Everett, 2nd vice-president 
Prudential, chairman of the HIA spe- 
cial committee on federal social prob- 
lems, left, and E. J. Faulkner, president 
Woodmen Accident & Life, chairman of 
special committee on continuance of 
coverage. 





It takes manpower to expand . és 


WESTERN LIFE INSURANCE COMPANY 


expanding nationwide, 
features 


A COMPLETE AND VERSATILE PORTFOLIO 


of 


NON-CAN AND COMMERCIAL A & H PLANS 
PAR AND NON-PAR LIFE CONTRACTS 
COMPLETE GROUP INSURANCE FACILITIES 


For more information about one of the fastest growing and truly 
dynamic sales teams in the country, write any of the following: 


ROBERT L. UTNE, C. L. U. LUTHER G. THOMPSON, C.L.U. 
Agency Vice President Regional Sales V.P. 

Western Life Insurance Co. 
Helena, Montana 


GILBERT H. SAWYER 
Regional Sales V.P. 

1352 Mercantile Dallas Bldg. 
Dallas 1, Tex. 


WESTERN LIFE INSURANCE COMPANY 


. a St. Paul-Western Co... . 


More than $500 Million More than $100 Million 
of Life Insurance in Force. of Assets. 


Western Life Insurance Co. 
Helena, Montana 














PERSONAL ACCIDENT 
AND 
SiCK NESS INSURANCE 
AT LOW COST 


Illinois Commercial Men’s Association 
Illinois Traveling Men’s Health Association 
R. A. Cavenaugh, Sec’y-Treas. 


332 S. Michigan Ave. 


Chicago 90, Illinois 
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. nies will have an opportunity to spread 


themselves into the field more impres- 
sively, but the great fear is that poli- 
tical motivations will produce some- 
thing this year which will turn into 
a catastrophe. 

Considerations of this sort were the 
principal subject of the opening ses- 
sions. Ramifications of the problem 
were dealt with in a full afternoon on 
public relations, and in talks which 
stressed political activity by insurance 
people and in a panel on cooperation 
between insurer, doctor and hospital. 

Attendance at Dallas reached 375, 
with a heavy turnout of top manage- 
ment. More and more this meeting is 
becoming regarded as of enough con- 
sequence to warrant the time of com- 
pany chief executives. 


HIA Five Years Old 


In its short five years of existence 
as the successor to H&A Underwrit- 
ers Conference and Bureau of A&H 
Underwriters, HIA has had to deal 
with a variety of issues. It was born, 
in fact, largely as a result of the nu- 
merous problems in the A&S business; 
it being felt that a single, all-industry 
organization could do a more effec- 
tive job. But last year was one of 
mounting difficulties—it was described 
by E. J. Faulkner, Woodmen Accident 
& Life, the first HIA president, as 
“difficult, vexatious and tense.” Poli- 
tics have moved in on the A&S busi- 
ness, and the companies are con- 
fronted with emotion as much as 
reason. The off-the-record business 
session which opened the convention 
Monday afternoon was devoted chiefly 
to a description of the difficulties 
ahead and the great efforts which will 
have to be made to overcome them. 

The Dallas meeting, although open- 
ing on a note of crisis, was not a gath- 
ering devoted to moaning over issues. 
Having presented the problem in its 
worst aspect, the program committee 
filled in the next day and a half show- 
ing how it could be solved. The social 
events took place successfully, as they 
have in the past, and the finale, a talk 
by Dr. Thomas Dooley, chief of the 
MEDICO mission in Laos, provided an 
appropriate inspirational note. 

Penn J. Jackson, chairman of the 
Texas board of insurance commission- 
ers offered the welcome address at the 
luncheon Monday. He commented 
on the dual threat to the business of 
government regulation and government 
intervention. If federal regulation 
comes, he said, the industry and its 
regulators will have to take the blame 
jointly for local inadequacies. Object- 
ing to government paternalism is not 
enough, he declared, challenging the 
business to offer an affirmative answer 
to the question of medical care for the 
aged. 

V. J. Skutt, who presided at the ex- 
ecutive session Monday afternoon, has 
been probably the most active presi- 
dent of HIA. He has traveled up and 
down the country organizing the com- 
panies to meet the threat of govern- 
ment insurance, and his own compa- 
ny has begun writing “senior citizen” 
hospital coverage as a demonstration 
of how private insurance can adapt it- 
self to new demands.’ 

The whole of Monday afternoon was 
given over to the issue of federal legis- 
lation covering medical care for the 
aged. Reports were made by Robert 
R. Neal, HIA general manager; E. J. 
Faulkner, who heads the special com- 
mittee on continuance of coverage, 
and Ardell T. Everett, Prudential, 
chairman of the special committee on 
federal social problems. 

The members were informed that 
the matter of medical care for the 
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aged has become a first rank DOliticg 
issue. If nothing is enacted in tie pre. 


ent Congress, it is likely the 1Uestign f TSS 


will be used heavily in the electig, 
campaigns. HIA hopes for a carefully 
planned and thorough investigation ¢ 


the needs in this area before any legis. rederal ] 


lation is adopted. It is felt that if goy. 
ernment takes over in this area, it wi 
amount to a surrender to socialign 

Preliminary reports were made q 
the HIA survey on types of coverage 
available to the aged, showing Change 
from years past. But the membeyx 
were told that still more needs to fy 
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typical 
reaction 


Combined 
NEW 


LIFETIME 
Disability 
Income 
Contract 


most anyone can afford 
x The way our new Lifetime 
Disability Income Contract is 
taking hold, we’ll soon be adding 
more names of general agents 
to Combined’s big roster of sales 
champions. (It’s an ideal com- 
panion to Combined’s blue-chip 
Business and Professional Personal 


Income Lifetime Contract, sold on 
a Guaranteed Renewable basis.) 


The beauty of this new LDIC is its 
flexibility. You can adapt it to most 
anyone’s needs, sell it to most any- 
one who has a reasonable income, 
whether he has A & H or not. 


With Combined’s new Lifetime Dis- 
ability Income Contract in your port- 
folio, you’re off to greatness, backed 
by the tremendous resources and 
merchandising know-how of the 
Combined Group of Companies, 
whose business is A& H—only A&H. 


After you check the reaction on the 
next page, write to the Disability 
Division, Combined Insurance 
Company of America, Chicago 40, 
Illinois, for complete information. 
We'll wager your reaction will be 
electric when you get full details 
and consider your potential. 
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gone if an impressive showing is to 
be made on the national level. “Prog- 
ress is the price of survival in the 
health business today, and it is the 
responsibility of every single one of 
ys,” one of the speakers said. 


Federal Level Problem 


This is a serious problem at the fed- 
eral level, it was pointed out. And 
there is too much apathy toward the 
consequences, even within the busi- 
ness. It was mentioned that waiting 
too long to offer a solution can pro- 
duce the type of program now in ef- 
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fect in Canada, where it was learned 
that it is impossible to compromise 
with such an issue. 

Fourteen speakers appeared on the 
formal program Tuesday and Wednes- 
day, six of them as panel members. 
“Problems and Progress in Prepay- 
ment Cooperation” was dealt with by 
Dr. F. J. L. Blasingame of American 
Medical Assn., Tol Terrell of Shannon 
West Texas Memorial Hospital, and 
A. M. Browning of New York Life. S. 
Bruce Black, Liberty Mutual, talked 
on control of losses in A&S insurance. 
Their remarks are reported elsewhere. 


Public relations were explored, pres- 
ent and future, Tuesday afternoon by 
James R. Williams, vice-president 
Health Insurance Institute; J. W. 
Scherr Jr., Inter-Ocean and Paul B. 
Cullen, Aetna Life, whose talks also re- 
ported separately. 

The advance of scientific medicine 
has ignited “revolutionary expecta- 
tions” in the American people about 
their health and welfare, Gilbert Cant, 
medicine editor Time magazine, said 
in his talk which concluded the Tues- 
day session. He predicted that these 
growing expectations will have far- 
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“NEW Lifetime Disability Income most 
anyone can afford? Sounds good! Can I write 
it as a surplus line, or is this a full-time 
sell? How about elimination periods?” 





“3 PLANS you say... Lifetime Accident- 
Lifetime Sickness, PLUS Lifetime Accident- 
Two Year Sickness, and, Five Year Accident- 
One Year Sickness... ALL with flexible elim- 
ination periods! Beats anything I’ve heard!” 
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XUM 


Why Settle For Less 
Than Success? 
A visit to your bookstore to buy 
the amazing new book ‘Success 
Through A Positive Mental Attitude”’ 
can be one of the most rewarding 
acts of your life. Written by suc- 
cessful men, for men and women 
who want to be successful. By all 
means, get your copy now. 


“THIS iS IT! You’ve got the dream policy 
I’ve been looking for. How do I qualify to sell 


it? And thanks for telling me about it. I’ve 
been wanting to get aboard that fast-moving 
Combined bandwagon for a long time.” 


COMBINED 


GROUP OF COMPANIES 


“STH DAY, 30, 60 or 90 days on either 


Accident or Sickness? Man, that’s great! 
All the flexibility I need. Tell me, is this 
contract written only on the lifetime plan?” 





W. CLEMENT STONE, PRESIDENT 


Combined Insurance Company of America, Chicago; 
Combined American Insurance Company, Dallas 
Hearthstone Insurance Company of Massachusetts, Boston 
First National Casualty Company, Wisconsin 
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reaching effect upon medical research, 
financial provisions for medical care 
and the diminishing value of the dollar. 

Many people today, he added, are 
confident that panaceas will soon be 
found for all human ills—most notably 
cancer. Stating that: while this may 
seem unrealistic, he cautioned against 
underestimating the power of the 
expectations themselves. The public is 
“demanding” the best medical care 
available and wants protection against 
the costs of even the most catastrophic 
illness. 

The present generation is one “which 
expects to be able to protect itself 
against virtually any foreseeable risk 
through the purchase of the appropri- 
ate insurance,” Mr. Cant observed: 


Understanding Is Growing 


While many people still do not suf- 
ficiently understand the mathematical 
bases of insurance, he said, “this 
understanding is growing and with it 
there is growing an opportunity for the 
suppliers of health insurance to make 
gains which will make those of the 
last 25 years seem like peanuts.” The 
current furore over financing hospital 
care for the aged “is but a single small 
facet of a far greater phenomenon. We 
should not concentrate on this to the 
exclusion of the rest of the field,” he 
added. 

“The future of the insurance indus- 
try depends upon your interest and 
active participation in national poli- 
tics,’ Paul A. Hammel, Nevada com- 
missioner and president NAIC told 
the HIA Wednesday morning. He said 
the industry’s future “is very much 
at stake each time a congressman, 
senator or president is elected to of- 
fice.” 

The national trend of the past two 
decades has been far from conserva- 
tive, Mr. Hammel commented. Prom- 
ises to provide federal assistance from 
cradle to grave have been common- 
place, and the trend toward a big 
centralized government is apparent. 

“Have you, individually or collec- 
tively, made any effort to elect to of- 
fice congressmen and senators who 
believe in, advocate and vote for the 
retention of our American free enter- 
prise system and the rights of the 
states?” he asked. “If you have not 
and do not do so in the future,” he 
concluded, “you will most certainly 
reap a harvest of federal legislation 
that will be ruinous to your business.” 

The commissioner said of particular 
importance to members of HIA is 
the need for “providing coverage for 
our senior citizens capable of paying 
for their protection to reduce to a 
minimum demands for federal laws to 
provide hospitalization and medical 
care assistance to all senior citizens 
regardless of need and the prevention 
of legislation of the Forand type.” 


More Wednesday Speakers 


Other speakers Wednesday were L. 
M. Cathles Jr., Aetna Life; and three 
members of a panel on multiple line 
affiliations—Travis T. Wallace; Edwin 
H. Marshall of Indemnity of North 
America, and C. G. Hill, Massachu- 
setts Mutual Life. Reports on their 
remarks are carried elsewhere in this 
report of the HIA meeting. 

Early arrivals Sunday were treated 
to a get-together reception. All regis- 
istrants were invited to the luncheon 
Monday, and the big social event was 
the reception and dinner Tuesday 
evening. Dr. Dooley addressed the “an- 
nual luncheon” Wednesday, following 
which the new officers were installed. 

HIA will hold its 1961 meeting May 
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Photos Of Health Insurance Assn. Annual Rally 


In the camera eye at the recep- 
tion Sunday for early arrivals at the 
annual meeting of HIA at Dallas. 
(All identifications are from the 
left.) 





Frederick Jack- = ; _ << ; J. W. Scherr Jr., Inter-Ocean, chair- Bruce Gifford, managing direct 
son of the HIA > : ; a man of HIA’s public relations commit- representing International Assn, a 
4 4 a tee, and James A. Powell of Provident A&H Underwriters, with C. Mey 


staff; Mrs. Jack- : ‘ : . : a 
son, and Henry R. a » Life & Accident. Chamberlin of Mutual Benefit H.g4, 


Roberts of Con- 
necticut General. 


Robert Neal, 
HIA general man- 
ager; Commission- 
er Paul Hammel of 
Nevada, president 
of NAIC and a 
featured speaker 
on the program, 
and John Hanna, 
general counsel of 
HIA. 


Dutton Stahl Jr., who is with Chance-Vought Aircraft in Dallas; Mrs. Dutton 
Stahl Sr., Mrs. Stahl Jr., and Dutton Stahl Sr., Iowa State Travelers Mutual and 
eulgeing secretary ef SIA. Charles Scott, Great American Reserve; C. G. Ashbrook, North American Life; 
V. J. Skutt, Mutual of Omaha, HIA president; Robert Neal, general manager of 
HIA, and J. M. Wickman of Mutual of New York. 


Mrs. Robert 

Neal, whose hus- ' diet. 

band is general : 7 4 ; - ‘ 

manager of HIA, + 4 a é Jack Olson, 

with George Light — ae 4 ’ Combined of Chi- 

of Travelers and ‘ a rr ‘ cago; Carl Z. Han- 

Mrs. H. Lewis — > or of Retail Credit 

Rietz. Mr. Rietz is =: j at Chicago, and 

with Great South- : : Joseph Peel of 

ern Life and is the i the HIA staff at] accomp 

new vice-president Chicago. ture, Ww 

of HIA. ; are giv 
Z needs 0 


Joseph A Foll- 
mann Jr. of HIA, 
New York, with 
Mr. and Mrs. Jos- 
eph O’Regan of 
HIA, Chicago. 


A. H. Kessler, American Casualty; Christopher Cox, North American Reas- 
surance; R. P. Mooney, American Casualty; H. Stanley Marmaduke, Atlantic 
Life, and Robert E. Ryan, Royal-Globe group. 
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Cullen Urges Story Of 
Insurer Accomplishments 
fe Made Widely Known 


A broad campaign by insurance 
companies to inform the public of the 
gecomplishments of voluntary health 
jnsurance in protecting the aged 

inst health care costs was recom- 
mended by Paul B. Cullen, manager 
information and education department 











ng directo, 





Aetna Life companies, in his talk at 
1 Assn, yf the annual meeting of Health Insur- 
1 C. Meade ance Assn. in Dallas. 


nefit H.gA.| “Think what would happen if each 
of the 175 companies continuing in- 
dividual policies after age 65, and each 
of the 120 companies issuing new 
policies after age 65 began to advertise 
innewspapers, on radio and television,” 
he declared. 

He also urged more widespread 
reporting on the various group health 
insurance policies which continue cov- 
erage after retirement and on the 
“reativeness” of insurers in devising 
many new plans to meet the needs of 
older people. 

Insure 7.7 Million Aged 


HIA recently estimated that 7.7 
million people over age 65 had some 
form of health insurance at the begin- 
ning of 1960, compared with only 3.4 
million in 1952. The rate of growth of 
health insurance among the aged has 
been more rapid than among the rest 
of the population. 

Mr. Cullen said that while propon- 
ents of federal encroachment upon 
health insurance have used emotional 
arguments to make health care for the 
aged a political issue, voluntary in- 
surers have been doing a good job but 
have not adequately informed the 
public about accomplishments. 

Health insurance, which today cov- 
ers an estimated 127 million Ameri- 
cans, is one of “great interest and 
appeal” to the public, he declared, “but 
we have not done much about it. The 
federel government and the politicians 
have seized upon an opportunity which 
we failed to grasp.” 


Greatest PR Challenge 


The voluntary health insurance 
business, he said, “is facing its great- 
est public relations chsllenge—and 
opportunity. How well, how often, how 
convincingly we tell the story of cur 
accomplishments, now end in the fu- 
ture, will govern the cpportunities we 
are given to fill the heaith insurance 
needs of the public.” 

Mr. Cullen said that whether or not 

any of the current legislative proposals 
in Washington is enacted, “we still 
have a job to do” in the informational 
and educational field. “I am sure you 
will agree, that if no legislation is 
enacted at this session of Congress, 
we would be foolish to believe that the 
War against government intervention 
Is won,” he observed. 
: If comparatively limited legislation 
is enacted, he warned that attempts 
will soon be made to broaden it, thus 
further encroaching upon the field of 
Voluntary health insurance. 

“So, win or lose at this session of 
Congress, we not only have a job to 
do... and that job is working day in 
and day out to convince the American 
Public that financing its health care 
heeds is best dene through the volun- 
insurance system.” 
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Important Role Of Public Relations 
In Health Insurance Future Stressed 


Health Insurance PR 
Depends On Company 
Performance, HIA Told 


J. W. Scherr Jr., Inter-Ocean, chair- 
man of the public relations committee 
of HIA, speaking at the annual meet- 
ing in Dallas, said the health insurance 
business is currently dealing with “one 


of the most sensitive and potent prob-’ 


lems we have ever faced—financing 
health care for the aging and aged. 
Entirely apart from the controversy 
now taking place in the political arena, 
what we say and how we act in this 
situation will be scored for or against 
the whole cause and future of volun- 
tary health insurance.” 


He declared that HIA’s public rela- 
tions arm, Health Insurance Institute, 
“cannot support effectively anything 
short of top performance.” However, he 
assured HIA members that his com- 
mittee, working with the _ institute 
would continue to strive for the best job 
possible using “the only tool at hand 
. . . performance and it must be pro- 
vided by the companies.” 


Budget Is $400,000 


In his report for the public relations 
committee, Mr. Scherr said HIA’s bud- 
get is approximately $400,000. There 
are roughly 130 million people with 
health insurance in the U.S., and 
“relating this to the institute’s budget,” 
he said, “we find that we are spending 
for these services something in the 
neighborhood of one-third of one cent 
per year for each covered individual. 
I think you will agree that we are 
getting a good value.” 

He outlined the beginnings of the 
institute in 1956, and said the public 
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relations committee at that time ap- 
proved a long range program of activi- 
ties “which would bring to the public 
—and, I may add, some of our com- 
panies—a greater understanding of the 
importance of health insurance both 
to our way of life and to the security 
of the individual and his family.” 

Summing up the work of the insti- 
tute, Mr. Scherr declared: 

“I know of no other public relations 
organization, operating on a national 
level, which, in the short span of four 
years, has been able to make its pres- 
ence and its principles known to so 
many publics, and that includes the 
press, radio, TV, educational circles, 
farm groups, governmental experts, 
medicine, hospital administration and 
many others.” 





Prudential’s southwest and north- 
west Pennsylvania regional offices 
have moved to the America Fore 
Building, 200 S. Craig Street, Pitts- 
burgh. 
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The Fastest Growing Company of Its Kind in America 
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FOUR YEAR PHENOMENAL GROWTH 

> 

1955 1959 
$53,209,252.00 < INCOME > $81,055,512.55 
> 

$58,034,592.97 < ASSETS > $113,466,116.70 
b 

$8,952,288.88 << CAPITAL & SURPLUS > $19,663,984.05 
> 

$480,492,046 << INSURANCE IN FORCE > $708,834,983 
‘ 

> 
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Writing All Forms 


of 


Ordinary Life — Lifetime Disability Accident and Health 
Hospital — Medical and Surgical Coverages 


Industrial Life — Accident and Sickness Policies 


Operating in 43 States and The District of Columbia 


Home Office 


1313 South Michigan Avenue, Chicago 5, Illinois 
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‘the Wan with the Golden Fen” 


elping Thousands to Write Their Financial Declaration of Independence 


LIFE * HOSPITALIZATION * S&A * ENDOWMENT * MORTGAGE CANCELLATION * GROUP INSURANCE 








GOLDEN STATE MUTUAL LIFE INSURANCE COMPANY 


Arizona * California ¢ Illinois * Michigan * Oregon * Texas * Washington 
Home Office: Los Angeles 54, California 
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with PAUL REVERE 


At Paul Revere FORWARD symbolizes much . 
attitude ... 
For Paul Revere field underwriters enjoy the 


growth... spirit . . . a feeling of team- 
work. 
full support of a broad and well-integrated recogni- 
tion and service program... a program designed 


to further their individual success: 


® attractive financial incentives 


* competitive policy plans; outstanding claim 


service 
® progressive coordinated training 


e modern, practical promotion program 


. only a few of the reasons why career underwriters 
are attracted to Paul Revere as a company interested 


in their personal progress. 


The PAUL REVERE 


° 

Life Insurance Company 
WORCESTER ¢ MASSACHUSETTS 
Canadian Head Office: HAMILTON, ONTARIO 


Non-cancellable Accident and Sickness ¢ Hospitalization e Life ® Group 

















JUST PLAIN HONEST INSURANCE 








Fift -five Years of Successful Service 


in 


SICKNESS—ACCIDENT—HOSPITAL & 
SURGICAL INSURANCE FOR MEN IN 
PREFERRED OCCUPATIONS 


MINNESOTA COMMERCIAL MEN'S ASSN. 


PAUL CLEMENT, President 
2550 Pillsbury Avenue 


Minneapolis 4, Minn. 
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Broader Scope Of HIl 
Activity Shows More 
Interest In Insurance 


The health insurance business is 
facing the most serious challenge in its 
history but it should not underrate its 
own strength and ability, James R. 
Williams, vice-president Health Insur- 
ance Institute, told Health Insurance 
Assn. members at their annual meet- 
ing in Dallas. “There is no reason to 
believe that we can’t continue to just- 
ify the public’s confidence in volun- 
tary health insurance as the most 
satisfactory means of financing health 
care costs,” he declared. 

Mr. Williams said public interest in 
health insurance is continuing to grow 
as people pay more and more attention 
to the rapid changes and developments 
that are taking place in the insurance 
business. 


Reports Facts 


The institute’s activity is ‘“‘basicaily 
one of reporting the facts,’ he ex- 
plained, and this is based on the pre- 
mise that the presentation of facts on 
any given issue “enables people to 
arrive at sound decisions, which in the 
long run will be in the public interest.” 

In the past year, Mr. Williams 
stated, the institute has expanded its 
program with two purposes in mind— 
to broaden its reporting activity, and 
to report in greater depth. The month- 


ly news sheet, “Health Insurance 
News,” is sent to more than 8,000 
newsmen, columnists and_ editorial 


writers, and a new supplement to this 
publication is sent monthly to 3,600 
radio and television newsmen. He 
indicated the growing press interest 
in health insurance by reporting that 
the monthly returns from a clipping 
service “more than doubled” in the 
past year. 

“Source Book Of Health Insurance 
Data,” which HII published last year, 
was sent to more than 45,000 educators, 
insurance, government and other busi- 
ness people and 800 copies were dis- 
tributed to congressmen, government 
officials and newsmen in Washington. 
Mr. Williams said HII also developed 
background material for over 40 na- 
tional magazine, newspaper and tele- 
vision feature stories, in addition to 
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answering more than 500 leiters of 
inquiry and innumerable t lephone 
calls seeking information. Requests for 
information from all sources triple 
last year. 

Because health insurance is an inte. 
gal part of financing medical care, 
HII started a new publication devoteg 
to the economics of health care, “Syy. 
vev of Health Economics.” 

And, he said, HII provided “public 
relations assistance with a variety of 
informational tools” to the Health Jp. 
surance Council in its work with 
coctors and hospitals. 


Tells How Insurers 
Will Participate In 
Federal Employe Plan 


Arrangements under which _ insur. 
ance companies mav_ poerticipate jp 
reinsurance of the indemnity benefit 
plan under the federal employes 
health benefits act of 1959 were ex. 
plained at the Health Insurance Asgn, 
annual meeting in Dallas by Lawrence 
M. Cathles Jr.. vice-oresident group 
division Aetna Life. He said he hoped 
that mest companies will participate 
in this reinsurance because the in. 
demnity bene*it plan represents “an 
industry effort and a substantial seg- 
ment of the insurance industry should 
be represented.” 


Describes Plans 


Mr. Cathes described briefly the 
benefits of the two government plans, 
the indemnity benefit plan and the 
service benefit plan, which become 
effective July 1, the latter admin- 
istered by Blue Cross-Blue Shield. He 
pointed out, however, that in all 
there would be more than 4 Oplans 
and options from which the federal 
employes may choose. 

Mr. Cathles mentioned the possi- 
bilities of adverse selection as a result 
of the choice element in the program 
and the possible implications for the 
insurance industry if the participation 
in the industry plan were not reason- 
ably good. 

He emphasized the relationship of 
cost to participation, saying’ “Actyally 
we believe that our premium rates will 
prove adequate if at least 40% of the 
government employes select the in- 
demnity benefit plan. If our partici- 
pation is poor, however, and we only 

(CONTINUED ON PAGE 41) 











A Salute to the 


HEALTH INSURANCE ASSOCIATION 
OF AMERICA 


and 
HEALTH INSURANCE INSTITUTE 


upon your excellent record of out- 
standing achievement in a vital 


field of public service 


PROVIDENT LIFE AND ACCIDENT 
INSURANCE COMPANY 


Chattanooga 
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Doctor, Insurer, Hospital Administrator 
Review Progress In Mutual Understanding 


“problems and Progress in Prepay- 
ment Cooperation” was taken up at 
meeting in Dallas by a _ three-man 
panel consisting of Dr. F. J. L. Blasin- 
same, executive vice-president Amer- 
an Medical Assn.; Tol Terrell, ad- 
ninistrator Shannon West Texas Me- 
gorial Hospital, and Arthur M. 
zrowning, New York Life, chairman 
Health Insurance Council. 

Dr. Blasingame said he feels it 
yould be ‘‘a tragic error” to abandon 
yuntary health care financing for any 
segment of the population—young or 
|d. 

"He said the “phenomenal prcgress”’ 
¢ voluntary health insurance parail- 
ded advancements in medical care it- 
gf and that only this kind of com- 
titive, private enterprise is capable 
developing the best coverage. 

‘I am afraid that the starry-eyed 
yenevolence purveyors’ who support 
forand-type legislation are working 
ynder a delusion,” he declared. “They 
gem to think that good health for ali 





HIA Views On 
Multiple Line 


(CONTINUED FROM PAGE 33) 
insurance business itself and stated: 

‘We have found it to be far from an 
easy job to recruit and train men 
suited to this degree of specialization 
een within the related fields now 
covered by us. Hence, we feel that it 
would be next to impossible to absorb 
edfectively within the framework of 
or existing sales organization an- 
other line totally unrelated to protec- 
tin against the economic hazards of 
death, disability and old age.” 

He said the possibility must be con- 
sidered that a better service to the 
public could be rendered by making 
life underwriting facilities available 
toa large number of additional agents 
through affiliation. “The question is, 
does a life company like ours enhance 
the insurance service available to the 
public as much by suddenly increasing 
the number of persons authorized to 
represent it as it does by concentrat- 
ingon more gradual growth while rep- 
resented only by thoroughly trained 
underwriters who handle life and 
group coverages exclusively? We feel 
not, for the reason that there cur- 
tently is no apparent shortage of out- 
lets for life insurance, but rather there 
is an acute shortage of representa- 
tives sufficiently well-qualified to 
adequately serve the life insurance 
neds of our nation, at least as we 
see them.” 

Division ‘Artificial’ 

Mr. Wallace, whose company has 
entered the property and casualty 
business, described the division be- 
ween life and property and casualty 
Insurance as “artificial.” 
“For years farsighted men in the 
surance business have repeatedly in- 
sisted that this division was not in 
the best interests of the insuring pub- 
lic, the insurance companies or the 
alesmen,” he observed. 

He said his company believed that 
he addition of fire and casualty would 
at “as a catalytic agent in bringing 
‘bout a renewed vitality throughout 
the company, resulting in an import- 
at jump in our rate of growth.” 

He added he also believed that 
adding other lines would make it 
‘asier to recruit men, and would im- 
Drove the company’s survival rate, and 
that his company would get the fire 
ad casualty business as a plus busi- 





the aged will arrive the moment a 
law of compulsion is _ passed.” 

Mr. Browning, who is vice-president 
in charge of group insurance for New 
York Life, observed that “a crash 
program to end all crash programs 
may prove to be the only way to de- 
feat the forces of collectivism.” He 
said if some type of federal plan for 
medical care of the aged is enacted 
this year, it would hasten the nation- 
alization of medicine and insurance. If 
no such legislation is enacted this year, 
“the race between voluntary plans and 
some federal plan for the aged during 
the next two years will make the four 
minute mile appear to be a leisurely 
stroll. The job of covering the remain- 
ing aged, which otherwise might pro- 
ceed over a period of years, may have 
to be done almost instantaneously.” 

Mr. Browning reported that the 
progress already made toward solving 
problems among insurers, physicians 
and hospitals “can be the basis for 
confidence in our ability to solve 
current and future problems.” 


Areas Of Progress 


Among areas of recent progress he 
listed simplifying claim forms; devel- 
opment of more efficient methods for 
insured individuals to enter hospitals 
without the necessity of cash down 
payments; development of ‘meaning- 
ful and reliable” data and statistics on 
health coverage; opening of new chan- 
nels of communication among the 
three professions, and common efforts 
toward stabilizing health care costs. 

Mr. Terrell, a past president of 
American Hospital Assn., reported on 
a personal survey he was conducting 
among 15 hospital administrators in 12 
states. Among problems mentioned 
thus far by the respondents, he said, 
were the “loss between the time that 
the hospital contacts the company for 
verification and when the company 
answers,” and the need to itemize 
benefits covered in the payment. 

Areas of progress listed by the par- 
ticipants in Mr. Terrell’s poll were 
general acceptance of the standard 
reporting form for individual policy- 
holders, prompt verification and pay- 
ment of claims and improved com- 
munications. 





ness without lowering life or health 
insurance production. 

Furthermore, Mr. Wallace said, “We 
knew that some of our’ salesmen 
were already brokering fire and cas- 
ualty business and it was our con- 
sidered opinion that sooner or later 
most of our salesmen would be selling 
fire and casualty for somebody; and, 
since we were financing, housing, su- 
pervising, and training them, it 
seemed better that this somebody be 
us.” 

Mr. Marshall, whose company has 
entered the life field, said combin- 
ing coverages has been of benefit to 
the public. 

“Diversification is much sought after 
in every industry,” he declared. “Life 
insurance is a stable business and it 
has been profitable. Accordingly, it 
should be expected to serve as a coun- 
terbalance to the erratic behavior of 
the other lines of insurance. . .. The 
cost of distribution is less than pro- 
portionately increased by the develop- 
ment of a complete line of products. 
. .. Entrance into the life insurance 
field offered management opportuni- 
ties for broad new concepts in the 
packaging of products and the devel- 
ermort -f integrated insurance pro- 
grams in the public’s interest.” 
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When Woodmen Accident and Life Company recently entered 
upon its seventieth year, its philosophy and aspirations were 


restated by the President, E. J. 


“Ever since our Compé 
to earn and deserve th 


Faulkner, in these words: 
any was founded in 1890, it has sought 
e reputation of being a good company 


with which to insure. We work to assure that The Protecting 
Hand emblem on our policies of life and health insurance is 


a hallmark of quality, 


like sterling on silver. For seven dec- 


ades, the Company’s guiding purpose has been to provide 


sound protection and r 
is our purpose today.” 


eliable service at reasonable cost. That 


Career opportunities for men who seek success in the per- 


sonal insurance busine 
dent and Life Compé 


‘ss are brighter with Woodmen Acci- 
any because of its unusual financial 


strength, modern and complete coverages, long history of out- 


standing performance, 
through carefully train 


and program of field representation 
ed, locally-established specialists in life 


and health insurance. For complete information, write to L. J. 


Melby, Vice President 


All 


E. J. Faulkner, President 


and Director of Agencies. 


Woodmen Accident 
and Iife Company 


Lincoln, Nebraska 


forms of LIFE—HEALTH—ACCIDENT—HOSPITAL—MEDICAL 


AND GROUP INSURANCE 


Established 1890 


A Mutual Legal Reserve Company 
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Black Urges Adapting Casualty Methods 


(CONTINUED FROM PAGE 33) 
parting of the ways. Controls through 
claimant service and medical cooper- 
ation gave way to complete reliance 
upon actuarial science. Introduction of 
inside limits attempted to peg liabili- 
ties to definite dollar maximums. In- 
troduction of time limits permitted 
expansion of over-all maximums to 
$10,000 and even $20,000 without act- 
ual expansion of loss liabilities. “In 
other words, the success of the pro- 
gram became contingent upon actuar- 
ial and underwriting techniques to the 
exclusion of effective service to the 
claimant in medical management, con- 
trols, and rehabilitation. The effect has 
been skyrocketing loss ratios, introduc- 
tion of further limitations in coverage, 
constantly increasing premium rates, 
in the face of massive public demand 
for broader coverage at reduced rates.” 

Concern with medical costs and the 
threat of government intervention has 
to a degree hidden the rising public 
concern with long term disability, Mr. 
Black said. At least a dozen proposals 
are now pending to remove the age 50 





ANOTHER STEP FORWARD 
BY PRUDENTIAL 
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Retired Employees 
Health Benefits 


Prudential has taken another step forward in the important area 
of providing health insurance for America’s senior citizens. Now, 
through Prudential’s new Retired Employees Health Benefits plan, 
employers whose employees are protected by Prudential Group 
Hospital! or Basic Major Medical Expense Insurance automatically 
have available a unique and new Group Hospital and Surgical 
benefits plan for their retiring employees. 

Prudential already has contributed substantia!ly to the recent tre- 
mendous growth in health insurance for older persons both through 
its individual and Group policies. Now, Prudential is proud to offer 
its REHB plan of Group benefits—a product of private enterprise— 


to many more persons in the ever-growing list of our senior citizens. 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 
To over 35 million people—INSURANCE means PRUDENTIAL 


You'll enjoy “THE TWENTIETH CENTURY,” Sundays, CBS-TV 
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restriction for total disabili'y unde, 
social security. Today som: 500,009 
persons are drawing benefiis Under 
the SS total disability provision. If the 
age restriction is removed, the number 
could rapidly increase to two or more 
million, he warned. The very inage. 
quacy of the benefits will create ; 
tremendous demand for supplemep. 
tary coverage. Even now in the higher 
income groups, pressures are develop. 
ing for adequate coverage to cary 
total disability to age 65. : 


Much Confusion Noted 


Insurers are studying and Proposing 
means to meet the public demand, but 
there is much confusion, Mr. Black 
noted. Actuarial bases are not cop. 
clusive. There are demands for bene. 
fits running $200 to $300 or more Der 
week. Pyramiding of benefits by py. 
chases from a variety of insurers jy 
creating major moral hazards. Yet the 
totally disabled person who lives as, 
disabled person for 20 years at a bene. 
fit of only $100 per week will cost the 
insurer $104,000, or $156,000 for % 
years. And at the same time medica] 
science will be making progress jp 
keeping people, including disable 
people, alive longer. 

Rehabilitation of the disabled, t 
turn loss into an opportunity to create 
useful men out of disabled men, is, Mr 
Black declared today’s challenge to the 
A&§S industry. “We can soundly write 
coverage under major medical to 
relatively high maximum and remove 
many of the coverage restrictions, if 
we once decide that we should care 
for the sick claimant, if we make w 
our minds that what is done to ou 
claimant to treat and cure him is ow 
business. As one recent experiment in 
Boston has shown, it is possible to 
provide for high quality diagnostic and 
clinical care out of savings from un- 
necessary use of hospital care for 
diagnostic purposes through coopera- 
tive effort with physicians in planned 
procedures. As other experiments have 
shown, we can provide coverage for 
home care following hospital confine- 
ment (which is of much greater value 
to the patient than needless hospital 
confinement) at one-third the cost of 
continued hospital confinement. Still 
other experiments have shown hospi- 
tals can revise their practices so that 
convalescent care in the hospital elim- 
inates the use of staffs and facilities 
geared to care of those critically ill 
thereby not merely reducing costs but 
also providing care more suitable to 
the patient’s need. Other experiments 
have shown we can eliminate critical 
hospital care for those who need only 
custodial care, and provide coverage 
for custodial care if custodial care 
facilities are set up to meet the needs 
on a sound basis. Perhaps we can evél 
finance a program of income protection 
for the life of the individual provided 
we are willing to work with the dis 
abled person to get him back on his 
feet, to help him regain his will to 
triumph over his handicap.” 


Support Good Medicine 


Mr. Black admitted this might seem 
like dictatorship of medicine, but “t 
isn’t that at all. We seek and support 
good medicine. The better it is, the 
better we fare.” It is not the sciente 
of medicine, but the economics 
medicine that has brought the. profes- 
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sion face to face with the threat of 
government dictation, side by side 
with health insurance, he said. “We 40 
not attempt to set fees. We do not a 
physicians to form group praciit 
units, and we do not ask to sit in 
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May 21. 1960 
consulta: ions with patients. We do, 
nowever, ask for good medicine at a 


reasonable price. We measure values 
in terms of results. Our experience in 
working with the medical profession 
gn such « cooperative basis has always 
yeen cordial and satisfying.” 

«ff”’ said Mr. Black, “we merge the 
philosophy of life insurance and the 
philosophy of casualty insurance in 
A&S insurance, we may eliminate some 
of the inefficiencies which now threat- 
en the paying abilities of the American 
family, and we will in truth be taking 
care of the person who is ill or injured. 
coverage will broaden to the point of 
greater claimant satisfaction and pre- 
mums may at least stop going up as 
we learn more and more how to 
harness Knowledge for the benefit of 
the public. If we are ever to provide 
the public with broad and adequate 
coverage, both in the area of income 
replacement and medical expense and 
gread this cost to the public, we will 
have to modify our ideas of fixed dol- 
jar liabilities per case. But once we do 
there will be no answer to either a 
price people can afford, or the sol- 
yency of our insurance companies ex- 
cept through concentration on care of 
the disabled.” 


Federal Employe 
Plan Told To Insurers 


(CONTINUED FROM PAGE 38) 

gt 20% then we believe our rates 
may be inadequate by perhaps some 
5to 10%.” 

The insurance committee for the 
plan has found the U. S. Civil Service 
Commission “always willing to con- 
sider our point of view and in the 
adjustments which’ frequently have 
had to be made between our methods 
of doing business and those of the 
other insurers, they at all times ex- 
hibited a quick understanding of the 
principles involved and diplomatically 
resolved the issues,” Mr. Cathles said. 
Discussing the reinsurance formula, 
Mr. Cathles explained that a weighting 
factor gives smaller companies a great- 
er share of the business than a straight 
pro-rata formula would have _ pro- 
duced. Certain companies which now 
have a substantial proportion of their 
business on government employes 
which will be lost to them when the 
federal program becomes effective will. 
it is hoped, be guaranteed under 
another formula at least as much 
reinsurance as the business they lost. 
The federal employes health bene- 
fits act requires that employes who 
lose eligibility for coverage must be 
granted a conversion privilege. Mr. 
Cathles said these conversion policies 
will be underwritten by Aetna Life in 
a special pool and this pool will be 
teinsured with all companies partici- 
pating under the same_ reinsurance 
formula. 


Variable Annuity Life's 
Prospectus Gets OK 


(CONTINUED FROM PAGE 1) 
tains in the fields of law and account- 


At the beginning there is a detailed 
description of the system of expense 
factors that is used, and it is pointed 
out that early termination of a variable 
anuity contract purchased by install- 
ments will in all likelihood result in a 
loss, since sales expenses and other 
ges are not imposed equally over 
the 12-year period over which acquisi- 
tion costs are spread. 

Northwestern Mutual has moved its 
Phoenix Office to 333 West Indian 
School Road. 





LIFE INSURANCE EDITION 


‘Girl Friday’ Aids 
Bentley During Talk 
On Office Organization 


(CONTINUED FROM PAGE 8) 
There is a maze of detail here which 
should be the primary concern of sec- 
retaries and not of the man who earns 
the commissions. 

—Cut clippings from newspapers on 
any material that involves clients. 
Newspapers are also a good source for 
prospects. 


Prepare Schedules 


—Prepare all schedules for the pro- 
ducer—dates, travel plans, luncheons, 
etc. 

—Call clients and arrange for their 
periodic audits. Here, again, is a de- 
tail area in which a producer need not 
become involved. 

—Call clients and arrange for their 
appointments with medical examiners. 
Here, the secretary can even provide 
a personal touch by accompanying the 
client to the doctor’s office. 

—Keep in touch with group clients 
for routine changes that can just as 
easily be handled by someone other 
than the producer. The same goes for 
established individual clients. 


Be Assistant Salesman 


In effect, a good secretary should 
almost be an assistant salesman, Mrs. 
Joffe concluded. She, herself, has on 
occasion handled routine closings over 
the phone on $5,000 and $10,000 cases. 

Mr. Pille, in developing his point 
that agents are not using their pro- 
fessional knowledge in the best inter- 
est of clients, referred to the fact that 
it is the life producer who knows bet- 
ter than anyone what is best for the 
client and even knows it better than 
the client, himself. 

Mr. Pille said it is the trained life 
insurance agent: 

—Who knows how time flies and 





Aetna Life Companies 
Receive Top PR Award 


American Public Relations Assn. has 
presented to Aetna Life companies its 
“Silver Anvil” award for outstanding 
community relations in 1959. The 
award—the second received by the 
companies in the past four years—was 
made in recognition of sponsorship of 
the Hartford Symphony Orchestra TV 
concert series. 


Won First Award In ’56 


The companies won their first award 
in 1956 for development of the Aetna 
Drivotrainer, a training device now 
used by more than 80 high schools in 
20 states. 

Among the highlights of the 1959 
TV series were a $1,000 Aetna Life 
music scholarship competition for Con- 
necticut high school students, and 
allocation of half the “commercial” 
time for film reports on greater Hart- 
ford community service organizations. 
James F. Goyette, assistant manager 
of the companies’ information and 
education department, accepted the 
second award at a dinner concluding 
the donor association’s annual meeting 
at White Sulphur Springs. 





LIFE DEPARTMENT MANAGERS 


Large multiple line company with life affiliate 
needs 4 men to head up Illinois, Ohio and 
Pennsylvania life operations. Must develop life 
business through licensed agents in Illinois, Ohio 
and Pennsylvania. Location Chicago, Cleveland, 
Pittsburgh and Philadelphia. At least 5 years 
experience in selling, agency supervision and 
brokerage in the Ordinary and Group field. Our 
offices are aware of this ad. Replies held in 
strict confidence. Write Box P-45, c/o The 
National Underwriter Co., 175 W. Jackson Bivd., 
Chicago 4, Ill. 








how procrastination in buying life in- 
surance can result in tragedy. 

—Who knows how most people want 
to get rich quickly and how they must 
be weaned away from equity invest- 
ments and to the form of investment 
which will provide them with the se- 
curity they need—life insurance. 

—Who knows that just about every- 
one in the United States lives up to 
or beyond his income and has to be 
pushed into buying insurance. 

—Who knows that there may. be 
three, four or five times in a man’s 
lifetime when he will face crises, in 
which he can derive help from the 
cash value in his permanent life in- 
surance. 


Policy Benefits The Only Estate 


—Who knows that few men die 
leaving anything of substance except 
their life insurance. 

—And who knows that it takes only 
a little more persuasion to get a client 
to buy permanent life insurance rath- 
er than term. 

It is this kind of knowledge, Mr. 
Pille said, which is not being put to 
work in the best interests of clients. 
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Director Of Agencies 
For Ga. International 
Fla. Subsidiary Named 


Earl R. Ormsbee Jr. has been ap- 
pointed director of agencies of Florida- 
Georgia International Life, a wholly 
owned subsidiary of Georgia Inter- 
national Life. Mr. Ormsbee has been 
superintendent of Georgia Internation- 
al and before that was general agent 
for Pan-American Life in Norfolk. 
Home offices of the Florida subsidiary 
are in Tallahassee. 

James W. Hunter has been named 
assistant director of agencies of the 
subsidiary, with headquarters in Fort 
Lauderdale, where he has been general 
agent for Federal Life & Casualty. 


Citadel Of N. Y. Begins Operations 

Citadel Life of New York has for- 
mally begun operations and according 
to M. B. Pomrock, president of the 
new company, expects to have written 
$1 million of coverage on its first day 
in business. One-third of Citadel’s 
stock is owned by three Israeli insur- 
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WANT ADS 


Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 

40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
THE NATIONAL UNDERWRITER—LIFE EDITION 


ance companies. 








W. Jackson Blvd., Chicago 4, Ill. 


HOME OFFICE LIFE SALES MANAGER 


Company-wide responsibility for life insurance development including training 
schools and sales promotion. Medium-sized, national company with attractive New 
England location. Successful selling and supervisory experience required. Your op- 
portunity to participate in home office operations at high agency level and to 
develop further your management skills. Write Box P-58, National Underwriter, 175 








Jackson Blvd., Chicago 4, Ill. 


GENERAL AGENCY OPPORTUNITIES 


One of the oldest mutual life insurance companies now expanding in the East 
and Middle West has several exceptional agency openings. Qualified builders of 
full time agencies are offered general agency contracts with supplemental initial 


financing. Send resume in confidence to Box P-68, National Underwriter, 175 W. 





a 





photo, in confidence to: 


New Orleans, La. 


AGENCY SUPERINTENDENT 
We are looking for a hard hitting life agency man to move into our home office as agency 
superintendent over offices in 12 Caribbean countries. Must be 38 to 42 years of age, speak 
Spanish fluently, and have lived in Latin America for some time. Send complete resume and 


Vice President, Latin America 
Pan-American Life Insurance Company 








PRESTIGE BUILDING 
Arlington, Virginia, at the Gateway to 
the Northern Virginia “Pot of Gold” 
Area of Metropolitan Washington. Just 
completed. This building offers Loca- 
tion, Parking, Air Conditioning, heat, 
light, custodial services, piped in music. 
Minutes from downtown Washington 
and 1.5 Million People. For Information: 


Paul |. Burman 
4000 Albemarle Street N.W. 
Washington 16, D.C. 
Emerson 2-8847 


Actuary needed.... 
in New York City to supervise actuarial staff 
engaged in making annual valuations of certain 
municipal pension plans. Also opening for two 
juniors. Entrance salary range $7,500 to $20,000. 
Write Box P-57, National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Illinois. 








ASSOCIATE MANAGER 

of $100 million branch of top Eastern company 
$12 million annual production, age 38, LIAMA 
graduate, years of field experience as personal 
producer, organizer, recruiter, versed in all phases 
of business insurance, is interested in a change 
for personal reasons. Generali Agency on West 
Coast or Hawaii preferred. Please reply Box P-65, 
National Underwriter. 








Home Office Chief 
A&S and Life Underwriter 


Must have from 3 to 5 years underwriting ex- 
perience in both Life and A&S, plus proven 
organizational and supervisory ability. Atlanta, 
Georgia location. Salary open. Send complete 
and confidential resume to Box P-33, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 





Chicago 4, Ill. 








ACTUARY 


Young FSA with Insurance consulting and com- 
pany background, experienced in Ordinary and 
Pension Research and Development, desires 
large or middle-sized company position with 
challenge and future. Will relocate. Write Box 
P-69, National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 
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N.Y. Survey Shows Agents’ WantsIn Advertising Material 


(CONTINUED FROM PAGE 2) 
zine. It showed a board of directors, 
with the chairman saying, ‘The an- 
swer is simple enough: We’ll raise our 
prices all along the line and use the 
accrual to increase our agency budget 
so that we can project a benevolent 
corporate image.’ ” 

Understandably, agents like nation- 
al and newspaper advertising that in- 
cludes names of agents—provided they 
themselves are included, Mr. Manning 
remarked. 

Likes Reprints Best 


“One agent, a very successful young 
man, told me that he didn’t use any 
of the leaflets and booklets or give- 
away gadgets that his company made 
available to him, because he believed 
that their national magazine and 
newspaper advertising did more for 
him, in increasing his prestige and in 
opening doors, than anything else they 
did. 

“The fact that his name, picture and 
story appeared in a paper like the 
New York Times or a national maga- 
zine brought him countiess congratu- 
latory letters from clients and very 
often from prospective clients. His 
company made up photostatic reprints 
of those ads in which he appeared, 
and sent them to a selected list of 
clients supplied by him. 

“Most of the agents I spoke to whose 


DEMOCRACY IS NOT 


A PARTY .. 


..IT'S A WAY OF LIFE! 


ALL AMERICAN LIFE & 
CASUALTY COMPANY believes... 


The producer should receive a GREATER percentage of 
ranewal commissions for a job of QUALITY production. 


Why not investigate NOW one of the most talked about 
companies in America and learn the startling facts about 
Democracy in action—through the outstanding contracts 
and policies of All American Life & Casualty Company. 


** Building for Billions"’ 
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Company 


General Offices: ALL ee BUILDING, 


companies do this type of advertising 
told me that they prefer it to any- 
thing else the company did. I recog- 
nize that some companies may not be 
able to afford this kind of advertising 
for three main reasons; (1) finances; 
(2) the danger of offending the agent 
who just missed the production re- 
quirements to get in, and (3) because 
of possible embarrassment when his 
clients ask why his name and picture 
didn’t appear—since this poor unfor- 
tunate is probably as capable as the 
agent who got the publicity. 

“There is little question that in 
companies with large agency forces it 
becomes a problem to single out a few 
agents for newspaper and magazine 
advertising, no matter how good they 
are. So these large companies do the 
next best thing. However, I am not 
sure the next best thing is good 
enough. I think these companies must 
find similarly effective ways of build- 
ing the prestige of their agents with 
their clients and prospective clients 
and some have done so.” 

Using the term “togetherness,” Mr. 
Manning said several members of his 
opinion panel told him they especially 
liked the fact that their companies in- 
vited them to sit down and tell what 
they liked and didn’t like about their 
companies’ advertising in all its as- 
pects. 

“IT wonder if it might not be a good 
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idea for the companies to call in their 
leading agents from time to time, from 
various parts of the country, and dis- 
cuss with them how they feel about 
the leaflets, booklets and other aids 
that are currently being prepared. 
This practice may be going on now. 
I don’t know. I believe this practice 
to be important to the success of the 
company and the agent, just as it is 
impcrtant for the agency executives 
of a company to sit down with the 
leading agents and find out how they 
are meeting competition and if the 
agent is being provided with the nec- 
essary sales tools.” 


Most Direct Mail Good 


Discussing direct mail, Mr. Manning 
said most of the agents he talked to 
found their companies’ direct mail 
pieces to be good, “but I believe some 
means could be devised for making 
them more personalized.” 

While direct -mail returns in life in- 
surance are generally good, Mr. Man- 
ning suggested that each company set 
up a control system and require each 
agent to advise the home office which 
of the material draws the most re- 
sponses. 

The birthday or anniversary cards 
sent to clients or good prospects are 
usually “cold potatoes,” said Mr. Man- 
ning. 

“T get a birthday card from one of 
the agencies and I know this card was 
signed in bulk by the agent or general 
agent and the name of the company is 
clearly imprinted or embossed on the 
front. I think these things are bad. 
A birthday card or anniversary card 
should be a very, very personal thing. 
This is something I believe you ought 
to think about. If the agent has to use 
this impersonal, company-furnished 
card, it means he is going to jeopar- 
dize his prestige and possibly lose 
some of his clients.” 

As to leaflets and booklets, “all 
agents are in general agreement that 
from a quantity standpoint they are 
up to their elbows in leaflets and 
booklets. I’ve looked over a lot of 
them and I want to tell you that you 
are doing a terrific job. In preparing 
and printing all this stuff you have to 
work with the agency, actuarial, legal 
and budgetary departments, which 
probably makes you the most under- 
raid, over-ulcered group of people in 
the industry.” 


Too Many Unexplained Initials 


Nevertheless, said Mr. Manning, 
“as a layman, I pick up one of these 
pieces and I find that it is the damned- 
est thing to understand—even with 
my knowledge of the business. One of 
the big factors is the use of initials 
to describe a certain type of policy 
without making any attempt within 
the brochure to tell you what those 
initials mean. 

“Most agents felt that leaflets pre- 
pared by a certain commercial con- 
cern were more effective than their 
own company’s material. I don’t know 
whether this is true. Maybe they feel 
it’s better because any material pre- 
sented by an allegedly impartial or- 
ganization might make it more effect- 
tive when presented to the buyer. 

“What does the agent want in a 
booklet or leaflet? Well, I’ve gotten 
the impression they want a pamphlet 
which will, in simple language, de- 
scribe the specific program of insur- 
ance he has recommended to his client 
after his initial interview, so that any- 
thing he may have said will be, in ef- 
fect, substantiated. The pamphlet will 
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also act as a reminder when the # W ge 
client wants to describe the program pm that 
to his wife or business associate.” ong gato 
An agent, said Mr. Manning, shouy ¥4 ag af 
at all times know what his company F Tow 
has to offer in the way of leaflets ang ad ite 26 
booklets. Some companies print an jp. pe P the 
dex describing each piece, giving it, amg 
catalog number. However, Mr. Map. F : 
ning wondered if these are alwa seuss 
kept up to date 8 Paley wall 
; jendars, k 
Would Like Loose-Leaf Index snning “ 
“Most agents tell me they woul ‘ P efin 
like to see this type of index sent ty f pany is 
them in ioose-leaf form so it could be iy all thes 
kept up to date continuously,” he saiq, it wou 
“Some companies do this, as it jg Sy tc 
cheaper than reprinting an entire jp. es whe 
dex and preferable to delaying the re. Ff. 
printing for several months until cur. 
rent copies have been used up and Lac 
thereby keeping a number of agents } policy for 
from knowing what is currently avail. build be 0 
able. Feadable. Si 
“On this point, I would also suggest [gmething < 
that you give the agent some kind of fyvegone f 
information as to how to send oyt | bought 
leaflets and booklets. This point was |jy about < 
brought to my attention by a genera] [el you it’s 
agent. He tells me that on occasion fhe said. “I! 
he has seen agents send out letters de. [iis mornin 
scribing one thing with pamphlets de. fue hell of 
scribing another. Give the agent q fie policy 
planned track to work on so that he fave a 800 
can best and most effectively use the pprogram - 
pamphlets that you have taken g headac 
much time and effort to write, devise, fva'tbe m 
lay out and print, not to mention the | ‘Im full: 
cost involved. your legal 
? A ar as the 
Wants Policy Summarized oncerned. 
“Another point: Some time back, the pads from 
Institute of Life Insurance put out a fe2son youl 
booklet that discussed what was in q pt change | 
life insurance policy. I don’t know if eg! sents 
this is still in print or not. When | fomplicatec 
buy a policy I would like to get a | sumber 
small booklet with it summarizing ength of bs 
what I am buying. Touching 
“Robert F. DeLay, president of the psent, Mr. 
Direct Mail Advertising Assn., recent- [*’ § beco 
ly wrote in Best’s Life Insurance fans “ 
Views: ‘The average life policyholder lations hel 
has a considerable amount of informa- peent and 
tion about television sets, automobiles, |” my 0 
stocks, bonds, hi-fi sets and many oth- [People Re: 
er tangibles and intangibles that he | «pyplic 
owns. He will, in fact, be glad to tell fp said, “a 
you all about them. He will also be that people 
happy to pick up a wrench, screw- \rthan the 
driver or pliers and fix these invest- fyant to 1 
ments of his, because he has such a fest kind 
tremendous knowledge of the product }their clien’ 
or service. their comp 
Not Sure Where They Are oe Ot 
job for th 
“But stop and ask him about his ks soon as 
life insurance policy. He usually isn’t |mendous tz 
absolutely sure where all of his pol- fic relatior 


icies are. Furthermore, many people ff] failed 
have littie history of brand preference fife Insur 
or adherence in the insurance field. fs doing f 
Most salesmen would probably be em- feents do 1 
barrassed to ask their clients if they jngagood 
had read their policies; most policies | Asked ir 
are not written so as to be read con- fhe basis f 
veniently.’ ” wid the 
Mr. Manning said there is no doubt fampaign | 
that most companies do an excellent fiat the ; 
job in providing proposal and illustra- foing mor 
tion forms, but he wondered if there fie field n 
were not some way that proposas fid this, he 
could be planned and laid out so as 
to make absolutely certain that the Dol, Hea 
agent doesn’t inadvertently misrepre- Robert 
sent or make an incomplete compari- 5. ies | 
om. enta Gr 
“Would it make any sense to draft fy... offi 
a booklet for agents’ use on how © fy, d, 





properly prepare and present proposal 


rent; J 
and illustration forms?” he asked. ary, “i 
“Frankly, I don’t know. I simply give American 





this idea to you. I know that very of- 
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., we get complaints about these 
ms that are unsigned, that give 
rong information about dividends 
gare not clear. Very often they 
byse bad feelings between the client 
nd the agent if another agent enters 
be picture, reviews the proposal and 
Liches the errors—intentional or oth- 
wise.” ; 

piscussing “give-away” items like 
icy wallets, change of age cards, 
endars, blotters, and the like, Mr. 
nning said these things go a long 
ay to build the agent’s prestige and 
ould definitely be used. But where a 
pany is not in a position to sup- 
yy all these items to its agents per- 
paps it would be a good idea for the 
pany to let its agents know of 
urees Where such items can be ob- 


icies Lack Readability 


Policy forms, Mr. Manning observed, 
wid be made more attractive and 
sdable. Some companies have done 
mething about this but few of them 
have gone far enough, he said. 

“{ pought my last life insurance pol- 
iy about a year ago and I want to 
sl you it’s a complicated document,” 
ine said. “If I had kicked the bucket 
ismorning, my wife would have had 
ne hell of a time figuring out what 
ne policy contained. Fortunately, we 
ave a good agent who has prepared 
program for me, and it’s going to be 
is headache. One consolation: It 
“n't be mine. 

‘'m fully aware of the impact that 
ur legal departments have _ inso- 
ar as the wording of the policies is 
oncerned. I suspect that they tie your 
ands from time to time and for this 
reason your policies remain unchanged 
br change only slightly. I think these 
egal gents believe a policy must be 
omplicated, must be written with 
x’number of words and take a certain 
length of time to read.” 

Touching on public relations and the 

















kgent, Mr. Manning said the agent to- 
day is becoming more and more public 
relations minded, and good public re- 
lations help the public to know the 
kgent and what he does more rapidly 
an any other way. 


‘People Remember Feelings’ 


‘Public relations creates warmth,” 
he said, “and I don’t have to tell you 
hat people remember a feeling long- 
et than they remember a fact, and you 
vant to make your agents have the 
best kind of image in the minds of 
heir clients. I believe the agents feel 
their companies are, by and large, do- 
ing an outstanding public relations 
ob for them—that is, they believe it 
as soon as they understand the tre- 
mendous task you are faced with, pub- 
lic relations-wise. I would be remiss 
tT failed to mention the Institute of 
¢ Insurance the superb PR job it 
doing for the industry—yet some 
rents do not think the institute is do- 
ng a good job.” 

Asked in the question period to give 
ne basis for this feeling, Mr. Manning 
tid the anti-inflation advertising 
ampaign caused some agents to think 
Nat the institute should have been 
oing more to build up the prestige of 
te field men. They liked the ads that 
lid this, he said. 


ule Heads Atlanta Group Agents 
Robert L. Dale, Provident Mutual 
€, has been elected president of At- 
ita Group Representatives Club. 
“ther officers elected were James D. 
folland, Guardian Life, vice-presi- 
at; Johii P. Clos, Gulf Life, secre- 
: Y; and Clanton Armstrong, United 
merican Life, treasurer. 
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William P. 
Worthington, left, 
president of Home 
Life of New York, 
and Lester O. 
Schriver, NALU 
executive  vice- 
president, at the 
banquet marking 
the company’s 
100th anniversary. 


Few Are Set F “ 
Cost Of College 


(CONTINUED FROM PAGE 6) 
surance and its function in their whole 
plan for family security. Your hus- 
band’s job is to make people want the 
things life insurance accomplishes 
more than they want the dollars re- 
quired to get it.” 

The wives were also on hand as 
awards were presented to 18 outstand- 
ing producers, who received gold 
watches for their accomplishments 
from the company’s managers’ asso- 
ciation. Also honored were six agents 
who had qualified for every meeting 
of Home Life’s honor group, Qualified 
Field Underwriters, since its inception. 

The third day’s session opened with 
the introduction of the new “prestige 
builder” mailing program by Henry 
Farber, director of sales promotion, 
and William B. Wallace, director of 
sales research and development. John 
F. Walsh, vice-president in charge of 
the western sales division, presided. 


Panel On Net Costs 


There followed a panel on net costs 
lad by Mr. Worthington, who said: 
“It is the company’s fundamental and 
wnalterable policy that lower net costs 
are not to be achieved at the expense 
of the ultimate best interest of the 
policy-owners.” 

Panelists were J. Finlay Allen, ex- 
ecutive vice-president, Theodore A. 
Stemmermann, vice-president and ac- 
tuary; Owen C. Lincoln, vice-presi- 
dent, Robert B. Cummingham, 2nd 
vice-president-underwriting, and Ben- 
jamin E. Hermann, manager of agen- 
cies-administration. Each told how the 
operation he heads is contributing to 
the common goal of lowering net costs 
without impairing over-all soundness 
and standards of service. 

The fourth day was devoted to a 
managers’ session. 

The centennial banquet at the Wal- 
dorf-Astoria, the founders’ day cele- 
bration in City Hall Park across Broad- 
way from the home office and the cen- 
tennial history were reported in THE 
NATIONAL UNDERWRITER of May 7. 


Mutual Benefit CLUs Elect 


John H. Ames of the Youngman 
agency in New York was elected pres- 
ident of Mutual Benefit Life’s CLU 
association at its annual meeting in 
Bal Harbour, Fla. 

Regional vice-presidents elected 
were Frank Ridge, Washington, D. C., 
northeastern region; Ervin J. Lewal- 
Jen, Miami, southern region; Donald 
W. Warner, Toledo, central region, and 
Bruce Bogue, Los Angeles, western re- 
gion. 

Mildred F. Stone, staff assistant to 
Mutual Benefit’s president, was re- 
elected secretary. 








Peoples Life (D.C.) Cash Dividend 

Peoples Life of Washington, D. C., 
has declared a quarterly dividend of 
15 cents a share payable June 11 to 
stockholders of record May 27. Out- 
standing fractional scrip, resulting 
from a 5% stock dividend being pre- 
pared for distribution May 27, will not 
participate in the cash dividend, but 
full shares resulting from the stock 
melon will. 
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Three Promotions At 
Officer Level Made 
By Penn Mutual Life 


Herbert Adam, who for 20 years has 
been in charge of Penn Mutual Life’s 
mortgage and real 
estate department, 
has been elected 
senior vice-presi- 
dent - administra- 
tion. In other pro- 
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motions, Floyd T. a 
Starr, financial . A 
vice-president, as- iw 


sumes general su- 
pervision of the 
company’s invest- 
ment activities and 
Allen C. Thomas 
Jr., former 2nd 
vice-president becomes a_ vice-presi- 
dent and heads the mortgage and real 
estate department. 

Mr. Adam, who joined Penn Mutual 
in 1914, was appointed an officer in 
1930 when he was named associate 
counsel. He was elected a 2nd vice- 
president in 1941, a vice-president in 
1949, and senior vice-president in 1957. 


Adam 


Herbert 








Gravengaard Business 


wend ieee HORSES 
wad LIFE ENSE RM 








H. P. Gravengaard 
“The Man Who Started 


Business Insurance 
On The Way Up.” 
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TEXT BOOKS 


@ “Sole Proprietorships and 


Life Insurance” 


@ ‘Partnerships and Life In- 


surance”’ 


@ “Close Corporations and 


Life Insurance”’ 


@ “Key Man and Life Insur- 


ance” 


Mr. Gravengaard, Vice Presi- 
dent, National Underwriter 
Company, and Executive Edi- 
tor, Diamond Life Bulletins 
Department, writes from back- 
ground of broad training and 
successful field experience. He 
attended Harvard Law School 
and Graduate School, sold life 
insurance at the rate of over 
a million his first year, es- 
tablished Aetna’s training de- 
partment, was General Agent 


nationally known 
and speaker on life insur- 
ance, and author of many 
other books, articles and sell- 
ing aids. 





ILLUSTRATED 
SALES BROCHURES 


@ “How to Preserve Your 
Sole Proprietorship” 

@ “How to Preserve Your 
Partnership” 

@ “How to Preserve Your 
Close Corporation” 

@ ‘‘How to Offset the Loss 
of a Key Man” 


Over 600,000 In Use Iu All Corners Of The Globe! 


university teachers and librarians. 
leading companies, agencies and universities. 


It is matter of record, that all who use these publications achieve rapid success in 
the lucrative field of Business Insurance (statistics show that about 60% of Amer- 
ican business still is without Business Life Insurance)! 
engaard Text Books and Brochures, it is as easy to sell Business Insurance as it is 
personalinsurance. Better order your supply today. Simply use handy coupon below. 


Now in 17th annual printing, Gravengaard Business Text Books and Visual Selling 
Brochures are the most successful business publications ever printed. 
enthusiastic users are life underwriters, MDRT members and aspirants, General 
Agents, Managers, home office executives, attorneys, trust officers, accountants, 
They are standard training material in many 
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To: THE DIAMOND LIFE BULLETINS, Department of 
The National Underwriter Company, 420 East Fourth Street, Cincinnati 2, Ohio 
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Editorial Comment 


Taxing The Poor To Help The Well-Oft 


Judging from the number of bills 
proposing government health insur- 
ance for the aged coming from pres- 
idential hopefuls and congressmen 
seeking reelection, one gets the impres- 
sion that a requisite to throwing the 
hat in the ring is throwing a Forand- 
type bill into the congressional hopper. 

From the fervor that has been gen- 
erated in the past few months over a 
subject that previously had received 
little attention, one also gets the im- 
pression that (a) living past age 65 is 
a geriatric phenomenon of only recent 
origin, or (b) the problem of medical 
expenses for older people never ex- 
isted before, or (c) everybody after 
the 65th birthday suddenly becomes 
infirmed and indigent. 

The fact is the problem does exist 
for many older people and has existed 
for a lot longer than Rep. Forand, 
Senators Kennedy, Humphrey, and 
MacNamara and Secretary Flemming 
have been in Washington. However, 
there are now elements of our society 
who suddenly feel compelled to bring 
this to the public’s attention. They 
want action, maybe not today, but 
sometime before Nov. 8, for sure. The 
urgency of their appeals smacks of 
the pitchman’s familiar approach: 
“Get it now! This is your last chance!” 

Apparently ignored is the fact that 
there are some people, 65 or there- 
abouts, who, despite being retired and 
having given up their primary source 
of income, don’t feel that they are old. 
Some of them don’t even consider 
themselves indigent. So if there are 16 
million people over 65, it doesn’t nec- 
essarily follow that there are 16 mil- 
lion really old people, nor impover- 
ished ones at that. 

Recognizing the problem, one won- 
ders if those facing it, along with the 
rest of the nation, will be best served 
by precipitate legislation wrought in 
the catch-as-catch-can of an election 
campaign. Wouldn’t it be better for 
legislators to (1) attack the immediate 
problem—that of helping the older 
people who really need it, and (2) de- 
liberate a little bit to gather informa- 
tion indicating just who needs help 
and what the best approach will be? 


A third consideration might also be 
raised: Is social security a sensible 
vehicle for the program? 

Statistics compiled by such agencies 
as Health Insurance Assn. indicate that 
there are between four and five mil- 
lion senior citizens who experience 
genuine hardship in paying medical 
expenses. This is considerably fewer 
than the number that advocates of the 
Forand and MacNamara omnibus leg- 
islation would provide for. Many of 
these are in their late, late years and 
are infirm or senile. They may become 
the reluctant burdens of their rela- 
tives, or lacking them, may be rele- 
gated to mental institutions when they 
don’t belong there. Naturally, few con- 
gressmen are interested in this group 
alone, because it doesn’t constitute 
much of a voting bloc. 

A sounder approach to helping these 
people might be nursing home care. 
As a possibility, the Hill-Burton law, 
the subsidy under which states obtain 
federal aid for hospitals, could be 
expanded. 

There seems to be much wisdom in 
the suggestion of Rep. Harrison of 
Virginia to defer action until January. 
At that time, committees now study- 
ing the problem in the individual 
states will be able to present a clearer 
picture at the White House Confer- 
ence for the Aging. By then the evi- 
dence will be in, the election will be 
past and Congress and the adminis- 
tration should be able to give dispas- 
sionate and informed study to a prob- 
lem now being treated with all the 
grace and restraint of a Ben Hur 


spectacle. 
The soundness of _ incorporating 
health insurance into social security 


is questionable, at best. That so-called 
floor of protection of 1937 has become 
an elevator. And it isn’t even paying 
its own way. Last year receipts fell 
about $2 billion short of what was dis- 
tributed in benefits. If history is a re- 
liable predictor, one can expect fur- 
ther increases in the social security 
tax—during election years only, of 
course—and a wider gap between the 
intake and outgo. Should there be 
added the extra burden of health in- 


surance excises? 

It would truly be a bizarre situa- 
tion to have the government tax peo- 
ple under 65, many of whom are fi- 
nancially hard-pressed, to pay for 
medical expenses of all the aged, many 
of whom do not need it. This incon- 
gruity is noted by Edward H. O’Con- 
nor, who as managing director of 
Insurance Economics Society has trav- 
eled and spoken extensively in oppo- 
sition to Forand-type legislation. As 
Mr. O’Connor sees it, “ the 
amount which can be allocated to 
each will be small indeed. On the one 
hand, we will have the ridiculous sit- 
uation of the government taxing the 
poor to make medical payments to 
those able and willing to care for them- 
selves. On the other hand, the truly 
helpless can receive only a pittance.” 
—R.G.E. 





Mrs. Marian A. Huddleston, admin- 
istrative assistant of Pacific National 
Life, has been elected president of 
Business & Professional Women’s Club 
of Salt Lake City. 


Milford A. Vieser, executive vice- 
president and a director of Mutual 
Benefit Life, has been elected a direc- 
tor of Firemen’s of Newark of the 
America Fore Loyalty group of fire and 
casualty companies. 


O. E. Stieringer, purchasing agent 
of the National Underwriter Co., has 
been honored for his monograph on 
the organization and functions of a 
publisher’s purchasing office. Mr. 
Stieringer was presented with the first 
award of the Cincinnati Assn. of Pur- 
chasing Agents. The study was a 
contribution to a purchasing seminar 
at the University of Cincinnati. 


George Aitken, vice-president and 
comptroller of Great-West Life, has 
been awarded the medal of honorary 
counsellor, the highest honor of Cana- 
dian Red Cross Society in recognition 
of his service to the society and Inter- 
national Red Cross. He is immediate 
past president of Canadian Red Cross 
and finance commission chairman of 
International League of Red Cross 
Societies. 





Set Agency Supervisors Outing 
Life Agency Supervisors Club of 
Chicago is holding its annual golf out- 
ing at St. Andrews Country Club, near 
St. Charles, June 23. Gerald Driscoll, 
Mutual Life of New York, is chairman. 
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EDWIN H. CHAPPELL 8R., 54, § 
18 years manager at J acksonville, 
for Acacia Mutual Life, died at Dar 
tona Beach. 


LOUIS E. CASTER, 63, presiie 









y type 
Commerce of Chi- en th 
cago and president fore, | 


Illinois Hospital 
Service (Rockford, 
Ill, Blue Cross- 
Blue Shield), died 
of a heart attack. 
He also headed 
various. radio, 
televisionand 
bakery interests 


ne entir 











nationwide. 
Louis Caster 
yess. Moto! 
DR. CHARLES L. MATTES, th:jed to bt 
chairman and medical director of Rebrage by S' 


liable Life of Webster Groves, fis respo! 
died at Kirkwood, Mo., of a hewres enc 
condition. He was a co-founder of thpetors, dé 
company in 1912, following his grajhe their se 
uation from St. Louis University mei, fur 
ical school. He was also president gfrm-and-i! 
Capital Town Mutual Ins. Co. of gieth, give 
Louis. hoost. 


WILLIAM A. REICHE, 55, secretagyyaware 
of West Coast Life, died of a coronal... .. 
occlusion after being stricken at wor With filn 
He entered the business in 1928 wig” which 
California-Western States Life jplerviewec 
1944, he joined West Coast Life, } meome CO 











coming controller in 1947. He wapait't give 
promoted to secretary in 1955. person, COL 
Wy on A&S 

B. W. KENNEDY, 60, assistant seqyure his 


retary and claims supervisor of Norfhid, is un: 
Carolina Life, died at Durham after af income f 
illness following a heart attack. our times 


penses. 





It is the | 
i and 
Stocks = fs. 
kee just w 
bveryday li 
By H. W. Cornelius of Bacon, Whipple & ome, 
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Aetna Life 75% 4 Citing th 
Beneficial Standard ..........0....00. 14% Bhat las ‘ 
Business Men’s Assurance ........ 42% ¥ dhe 
Cal.-Western States ........ccccc 54%, Se were 
Commonwealth Life .. 19% people didn 
Connecticut General ....... 311 321 put quarter 
Continental Assurance ... 146 ble don’t 
Franklin Life ...........0....... 76% 
Great Southern Life ...........c0c008 67 nphat the pr 
Gulf Life 18% 1 Mr. Bask 
Jefferson Standard 2.0.0.0... 41 43 bbservations 
Liberty National L’fe . 53% % — 
Life & Casualty .... 163%, 194/08 pending 
Life of Virginia 51 sghe hope th 
Lincoln National 216 240f the wide 
National L. & A. ... 103 


* jituation, w 











North American, Il 125% 
Nw. National Life . 101 1 further stud 
Ohio State Life ..... 473%, = 
Old Line Life ......... 60% 
Old Republic Life .............. 18 
Republic National Life .. 33% 
Southland Life... 87 
Southwestern Life 0.0.0... 51% 
Travelers 2 
United, III. 44% 

U. S. Life 38% 
Washington National _................ 49% 
Wisconsin National Life ............ 35 


Melvyn Huber, Ralph fl 
Will Address N.Y.C. CLUs| 


Melvyn J. Huber, supervisor of 1 be 
Solomon Huber agency of rua 
Benefit Life, and Ralph Szabo, a lea 
ing producer of the agency, will be Mé 
speakers at a meeting of the NeW y offi 
York City CLU chapter at Mutual 0 K. 
New York’s club rooms, May 25. Mi, Associate 
Huber will discuss sections 302 a@).4;, nt: I 
318 of the New York insurance co® it, J 
as they affect life agents. Mr. Szab0s 
subject will be client building. 











his listeners to write the two con- 
gressional leaders, Sen. Lyndon John- 
son and Speaker of the House Sam 
Rayburn, urging them to (1) defer 
action until all the evidence is in, and 
(2) to reject any measure attached to 
social security. 

Other officers who were elected at 
the meeting were Martin R. Haueisen, 
Washington National; Vernon Ger- 
hardt, Modern L.&A.; and Charles K. 
Coleman, Combined, vice-presidents, 
and Norman K. DeYoung of DeYoung 
& Associates, secretary-treasurer. 

Outgoing President Marlowe pre- 
sented distinguished service awards. 
Recipients were Harold F. Fendius, 
Washington National; Miss Evelyn 
Beck, Youngberg-Carlson; James P. 
Lockerbie, Hartford Accident; Edward 
H. O’Connor, Insurance Economics 
Society; Richard G. Ebel, THe Na- 
TIONAL UNDERWRITER; Reps. Paul D. 
Simon, Anthony Scariano, Abner J. 
Mikva, Marion E. Burks, and Harold 
A. Hoover of the Illinois legislature; 
and Messrs. Gerhardt, DeYoung, Haue- 
isen, Coleman and Greenspun. 


ENSPUN ELECTED 


hicago A&H Assn. 
sts Word To Push 
ysability Income 


pisability income coverage is the 
63. preside jy type of insurance which is sold 
thout the help of outside influences; 
efore, if it is to be sold, it must be 
entirely through the agents’ ef- 
Oakley Baskin, president of In- 
national Assn. of A&H Underwrit- 
told Chicago A&H Assn. at the 
y meeting. The luncheon was the 
meeting, and Stanley Green- 
Massachusetts Casualty, was 
d president to succeed Daniel X. 
owe, Provident, L.&A. 

. Baskin noted that all other types 
jnsurance often enjoyed sales as- 
from interests outside the busi- 
ss, Motorists, for example, are moti- 
LATTES, thted to buy automobile liability cov- 
rector of Rekrage by state coimpulsory and finan- 
Groves, Mokial responsibility laws. The armed 
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Louis Caster 


Of a heamees encourage GIs to buy NSLI. Piliott President 
UNder of thaectors, desirous of assuring payment 
ng his graifr their services, advocate A&S. Even Of Pa, Federation 
versity meddy fund sellers with their “buy- I Federati P 1 
president dierm-and-invest-the-difference” shib- . ae pecans of bso i 
Ss. Co. of SBoleth, give life insurance a backhand ia has elected as president William El- 


liott, chairman of Philadelphia Life. 
William MacLean, president of Nation- 
al Union, was named first vice-presi- 


55, secretaiimaware Of Need 


f A corona og: : dent 
With film slides, he reported a sur- : ; ¢ or 

_ fa ly which showed that 27% of those ‘ Other vice-presidents are William 
. 2 wit terviewed did not think disability = ong Provident Indemnity Life; 
ast las ncome coverage was important or oe y 4 oo Mather & Co.; Theo- 
i hadn't given it much thought. Often a — ngstrom, Aetna Life; H. H. 
47. He wa : Gilkyson, Chester County Mutual; 
1955 erson, convinced that he must load as ; ahs 
; pon A&S, is unaware of the need to William M. Guthrie, Pennsylvania 
sistant sedhure his income. This, Mr. Baskin State Council of General Contrators; 


Edward A. Logue, retired Pittsburgh 
manager of American Home; J. Max- 
well Smith, Keystone, and Clyde F. 
Wilmeth, United American Mechanics. 

John H. Hoffman, America Fore 
Loyalty, was elected treasurer. John A. 
Diemand, North America, was named 
chairman of the executive committee, 
and Thomas A. Bradshaw, Provident 
Mutual Life, vice-chairman. 


sor of Norifhid, is unfortunate, because the loss 
ham after af income from accidents last year was 
ttack. our times greater than medical ex- 
benses. 
Itis the agent’s job to sell the need 
first, and then the benefits, he de- 
ared. The prospect must be made to 
ke just what he will relinquish in 
veryday living when he loses his in- 
Vhipple & 
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Barton Named President By 


75% Citing the rather obscure statistic = s 

aa fhat last year one million quarter-inch New York City Supervisors 
543, frills were sold, he commented that William H. Barton, brokerage man- 
19%  2people didn’t want quarter-inch drills ager of the Carr agency of Continental 


32 put quarter-inch holes. Likewise, peo- 
ble don’t want policies—they want 
n phat the policies will do for them. 


Assurance, has been elected president 
of New York City Life Supervisors 



























67 Assn., to succeed James P. Carr, Mu- 
18% 1% Mr. Baskin prefaced his talk with tual Benefit Life. 

¢. 4 pbservations on old age health legisla- Also elected were Paul Goodman, 
16%, #0 pending in Congress. He expressed Union Central Life, 1st vice-president; 
51 she hope that congressmen, cognizant Harold Baillie, Northeastern Life, 2nd 
= a the widespread implications of the vice-president, and Herb Righthand, 
12%  «pluation, would withhold action until Connecticut Mutual Life, secretary- 
101 1 further study can be made. He asked treasurer. 
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New officers of Chicago A&H Assn. elected at May meeting are, from left: 
K. Coleman, Combined, vice-president; Norman K. DeYoung, DeYoung 
jates, secretary-treasurer; Stanley Greenspun, Massachusetts Casualty, 
ident; Daniel X. Marlowe, Provident L.&A., outgoing president; and Vernon 
it, Modern L.&A., vice-president. Not pictured is Martin R. Haueisen, 
’shington National, vice-president. 
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Comments On The Insurance Field 


From The Investment Dealer’s Chair 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Co., Board of Trade Building, Chicago. 


The offer by Shepard Broad to buy 21,000 shares of Universal Ins. Co. at 
$50 per share again stirs interest in the so-called discount situation in the 
insurance field, just as the Mass. Bonding offer did recently. Universal has 
long traded at a radical discount from capital value and net worth, at less 
indeed than 50% of capital surplus alone. These discount stocks tend to sell 
on such a basis year after year until and unless they excite a bid that is ex- 
hilarating in relation to market but still would give the buyer a good edge. 

There is frequent speculation on the possibility of capturing one of these 
companies and actually putting it to rest, complete liquidation or turning it ex- 
clusively into an investment company. This is fantasy. Norton Simon tried it 
with Security Ins. Co. of New Haven and only succeeded in shaking it into the 
hands of a first rate operating executive in the person of Clayton Gengras. There 
may be a rare, uncomplicated company that could reinsure its liabilities and 
otherwise disengage itself from the insurance struggle, but it would be very 
exceptional. 

This underlines the virtue of management minding stockholder relations. 
Those companies whose stocks fare best and which offer no cushion of liquidity 
for organized bargain hunting are those in which the prestige of the stock is 
valued and cultivated. Usually, too, there is esprit de corps in such a company 
and agent and employe relations are tops, too. 


Last week before the general market showed new vitality fire-casualty in- 
surance stocks remained firm, some tried to creep higher and Continental 
Casualty continued to be in exceptionally strong demand and closed within an 
eyelash of its all-time high. The life stocks remained tired and reactionary. This 
in the face of strong life insurance sales, with many companies enjoying record 
production and excellent earnings prospects. Paradoxically, the very thing— 
high interest—that so accents life insurance profits today has caused investors 
during the four months of the ragged general market to seek securities with 
immediate income to the neglect of life insurance shares with their plowback. 
This is one of the reasons why life insurance shares have gone out of style 
momentarily. The growth label is not, in the view of the financial community, 
so surely attached to the life stocks as it was, due mainly to the puzzles of the 
new federal income tax. It may take the evidence of 1960 annual statements to 
re-establish their claim to that label. So, lacking yield and with skepticism 
being voiced as to the growth pattern, life shares have been shaken down to the 
point that they are selling more on a parity with blank stocks so far as price- 
earnings ratios are concerned. They still comprise magnificent compound in- 
terest machinery and the intrinsic values today are more inviting than they 
have been for years. 

a a 

Insurance shares were firm as the new week opened. United Ins. Co. was a 
feature on the upside on reports of another stock dividend around the corner. 

— {1} 

The Commercial & Financial Chronicle of May 12 had three articles bearing 
on insurance. A. Wilfred May in his “Observations” column, suggests that the 
life companies may become much heavier investors in equities. There has al- 
ready been some increase in “the leaning toward the common stock” and “fur- 
ther potential is enormous.” He mentions Penn Mutual, Lincoln National, John 
Hancock, Mutual of N. Y., Mass. Mutual, State Mutual, National Life & Acci- 
dent, Occidental Life and Equitable Society as equity leaners. He explains how 
dividends give the life companies better take home pay than do fully taxable 
bond income. The common stock has gained “respectability” in the variable 
annuity idea. “Whatever the exact source of the fillip to the life companies’ 
swing into common stocks, there is plenty of room for further additions below 
the legal limitation. And, incidentally, there is plenty of leeway behind the 
British, whose life company portfolios are way ahead of us in the inclusion 
of equities.” 

Another article ‘“Terminological Appraisal of Life Insurance Stocks” is by 
Hugh M. Ettinger of Merrill, Lynch, Pierce, Fenner & Smith. He gives a 
thoughtful and comprehensive view of the nature of life insurance earnings 
and concludes with the cautionary note that any “rule of thumb in valuing life 
insurance will be only an approximation. The actual valuation will vary from 
company to company, depending on the type and quality of business written.” 

The third article is an enthusiastic appraisal of American Heritage Life of 
Jacksonville by Dr. Ira U. Cobleigh. He thinks they have a good thing in what 
he calls the “exposure’”’ method of selling. This seems to be the familiar payroll 
deduction plan with fresh bounce. He refers to the insurance desk activity in 
supermarkets. However I think the way has yet to be found to convert shoppers 
into life insurance policyholders on any kind of a scale. Sears, Roebuck gave 
it up on its first attempt back in the 30s with Hercules Life. Where fire and auto 
insurance are offered in the stores, mortgage redemption insurance can be pre- 
sented in a natural way when filling out the application for property coverage. 
But basic life insurance selling seems to call for traditional methods. This is not 
to say of course that ways can’t be found to take advantage of the accessibility 
of the shopper to try to arrange interviews. Dr. Cobleigh also said American 
Heritage is tapping the resources of its 17,000 stockholders to boost sales. Amer- 
ican Heritage, he said, has an impressive board of directors, and the operating 
management, merchandising skill, zeal and energy conducive to corporate great- 
ness.” 


—|li~ 
A. M. Kidder & Co., New York, has released studies of Springfield-Monarch 
and of Mass. Protective. Estimating 1960 net earnings at $3 and an eventual 
increase in the dividend rate, Kidder recommends Springfield. As to M. P. A. 
the view is that the current price “fails to reflect adequately the company’s 
favorable record and the value of its interest in the life insurance business.” 


| 
Blair & Co., New York, in a new study by George Geyer, highly recommends 
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Western Casualty & Surety and in the same breath speaks favorably of the 
fire-casualty list as a whole, saying they represent one of the few businesses 
which actually benefits from stable or lower prices which reduce the cost o 


settling claims.” 


Incorporated Investors of Boston has commenced to tread in British insurance 
stock waters. During the quarter ended March 31, there was acquired 3,200 
shares of Legal & General Assurance, with a market value of $164,565 and 7,000 
shares of Prudential Assurance at $338,456. During the same period there were 
sold 5,800 shares of National Life & Accident, reducing the holdings to 44,200, 
and Travelers shares were reduced by 3,300 to a total of 26,600. 


E. F. Hutton & Co., devotes its Market & Business Survey for May to “A 
Comparative Evaluation of Fire-Casualty Stock Companies,” an eight page 
study, concluding that the market for shares of industry leaders “can be expect- 
ed to perform relatively as well and very likely better than the shares repre- 
senting many of the blue chip industrial organizations, where earning power 
now may be subject to wider cyclical deviations than in recent years.” 


The One William Street Fund in its report as of March 31 notes the sale of 


40,000 shares of Continental Ins. Co., 


reducing its holdings to 15,000 shares. 





Actuaries Spring Rally Covers Many Subjects 


(CONTINUED FROM PAGE 14) 
tail by area as an aid to benefit plan- 
ning for its clients. It was generally 
observed by Mr. Bassett, D. W. Pet- 
tengill, Mr. Thomas and I. R. Taylor, 
London Life, that the wide variations 
in charges and utilization rates for 
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both room and board and _ services 
make area rate variations essential. 

Mr. Taylor and Mr. Sherritt, gave 
reasons why area differences arise 
and suggested more attention should 
be given to this subject. Mr. Moran 
reported’ significant differences in 
small group claims experience by area. 
Mr. Pettengill commented that avail- 
able statistics by area are so unde- 
pendable that great difficulty is en- 
countered in deriving consistent clas- 
sifications for even the largest cities. 

In the discussion on pension and re- 
tirement plans, H. H. Hennington, 
Equitable Society, emphasized that the 
benefits of the new federal’ income 
tax law materially helped to equalize 
the competitive position of insured 
versus trusteed pension plans. He 
pointed out some areas where further 
correction of discrimination is needed. 

The session on ordinary insurance 
was conducted by W. Clarke, Gulf 
Life. A discussion on agency prob- 
lems was opened by J. C. Noback, 
Northwestern Mutual, who reported 
that the earnings for full time agents 
in his company had kept pace with 
the cost of living even though premium 
rates have dropped and term sales 
have increased. J. M. Miller, New York 
Life, pointed out the difficulty of com- 
paring agents earnings with others in 
selling careers due to the absence of 
reliable data on the earned income 
agents may derive from all sources. 
R. M. Fridley, Pan-American Life, 
concluded from his company’s studies 
that although there has been a sig- 
nificant shift in life insurance plans, 
this change had been accompanied by 
an increase in average policy size. 

Speaking on underwriting prob- 
lems, H. G. Paff, Prudential, indicated 
that while it is desirable to keep med- 
ical examinations to a minimum in 
the underwriting of industrial, it is 
probably not practical to eliminate 
them entirely. W. R. Christmas, Gulf 
Life, agreed that it is not practical to 
confine underwriting of industrial 
life with its present limits and policy 
provisions exclusively to a non-medi- 
cal basis. He noted that a medical ex- 
amination for a protion of the business 
serves to act as a policing measure and 
to assist in the underwriting of those 
risks with known impairments. 

T. H. Pate, Independent Life of Flor- 
ida, in discussing the future of indus- 
trial insurance, noted that companies 
operating only in the southern states 
are just beginning to experience the 
decrease in demand for weekly pre- 
mium insurance. J. M. Bragg, Life of 
Georgia, predicted that monthly pre- 
mium business and other ordinary 
Fusiness will more than compensate 
for the gradual loss of weekly premi- 
um business. 


So. Round Table Told Of PR Man’s Place 


(CONTINUED FROM PAGE 2) 
Volunteer State Life, the host com- 
panies, gave a reception the evening 
prior to the opening session. 

Comparing the public relations de- 
partment of a life company with the 
function of the Department of State in 
the government, Mr. Trentman pointed 
out that both must work with all oth- 
er departments, have an understand- 
ing of what is being done and pass on 
this information and interpret it in an 
understandable way to many people. 

Top management seeks and wants 
ideas from the public relations man. 
Criticism, when such is made, is that 
the public relations man lacks imagi- 
nation or is hesitant about making 
suggestions when he should be aggres- 
sive. Management should not be forced 
to beg for ideas; they should be made 
freely and often, he said. 


PR Men Advised 


If the public relations man will do 
four things, based upon the heritage 
of the past, he will be invaluable: Get 
the facts as to where the company is 
in all phases of operations, set the 
goals both long and short range where 
it wants to go, determine the steps to 
be taken and set the time, and prepare 
the work schedule which shows when 
and whom in the company does each 
part. 

Life insurance is not designed to 
make money for the people who buy 
it, but is intended for their loved ones 
and their businesses, Hal Nutt, direc- 
tor of the Purdue institute, asserted. 
Ali the nonsense about life insurance 
and inflation has done incalculable 
damage. It is damnation by associa- 
tion, he said. An impression is being 
created that life insurance dollars are 
idle dollars and are no good. Life in- 
surance has nothing to do with infla- 
tion. 

Life insurance selling is a tough job. 
It is a mistake to have agents believe 
that when they become professionals, 
people will come to them to buy. 


Must Overcome Prejudice 


We are looking for ideas as to how 
to sell life insurance and how to sell 
it better. Prejudice must be overcome 
in persuading the public to believe 
in life insurance as it actually is. 

Mr. Nutt said the time is coming 
when there will be less individual 
company advertising and more insti- 
tutional advertising. 

The saying that we can’t have too 
much money is another way of saying 
we can’t have too much life insurance. 
We buy life insurance to die with it. 
Ordinary life insurance is the best buy, 
ather than term, because it is in force 
when we die. Not enough people die 
in five or 10 years to collect on term. 
Most people live a long time and need 
life insurance when they die. 

A doctor friend bragged about own- 
ing $50,000 life insurance when he was 
making $50,000 a year. We’ve got to 
let the man know that he can’t have 
too much. He is going to be dead a 
lot longer than he is going to be alive. 
We are talking too much about the 
liquidation of life insurance rather 
than the conservation of it, he stated. 
Life insurance has both an investment 
part and a protection part. 

While there is $550 billion insurance 
in force, we are worshippers at the 
shrine of volume and too many both 
in the field and home office believe 
the tremendous gains of the past few 
years are due to their own effective- 
ness, Powell Stamper, assistant vice- 
president National L.&A., stated. The 
fact is that most people are not proper- 
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Nesbit. 
Sales } 
ly nor adequately insured. The pf by 2 Pa! 
lem is, how can we serve these ad Gulf Life 
better and do a little something ,J Prudenti: 
our own families in the process? 1 J. Vv. 
Life insurance is a simple busing cunning! 
but we seem to complicate the ag! Ne 
out of it. We live too long or die, editorial 
soon, but the modern rate book Great So 
filled with dozens of policies ang hu Marshall 
dreds of riders, all for selling for nee 2», 
The beneficiary asks only, “Js gf Protectlv 
policy in force? How much do J ge Attendan: 
Mr. Stamper pointed out the gp. 
detail to which other businesses gj me 
researching merchandising meth, tg 
r 
Must Maintain Competition os. C. 
Competition has got to be maj, a past ch 
tained, Mr. Stamper said in statiy report. 
that he did not agree with Mr. yj largely - 
statement that there would be mos te meet 
institutional and less individual cp) 
pany advertising in the future. In 4 
top 100 advertisers last year, th 
were only two life companies. He 4 
cussed his company’s research jy 
making its trade mark better knoy 
and endeavors to make the compa) 7 
entity a living thing in the cities§| Alvin 
which it operates. We’ve got to delive Cc 
the kind of company the agent y; 
led to believe it was when he wasp 
under contract. “So long as an age = 
fails, or any person remains underiy 
sured, we’ve failed in our job” 4¥—— 
said. — 
Training is sales promotion to m BOWLE: 
tivate the agent, Jay C. Leavell, vic 
president, Guaranty Savings Lif MAN 
stated in discussing how the zeal { E 
sell can be created in the agent. Bas | mcHMON 
cally, the sales promotion man is a | POBTLAN 
“idea man” whose job basically is ¢ ~~ 
stimulate enthusiasm. Rapport wif -"— 
the agent must be created. The obje CC 
tive is to try to build a feeling wit 
the agent of belonging and get him} 
sell over his head. Cl 
John L. Briggs, vice-president an a 
director of public relations, Southlan 
Life and vice-president of Life Inuj -—"— 
ance Advertisers Assn., gave the mf 
port on LAA activities which was pq | CHA 
pared by President Robert S. Kieffe Ci 
assistant vice-president of Metropo 
itan, who could not be present. Th Ins 
association has over 500 members ¥ | 3 s, mi 


240 companies. 


‘Hot Ideas’ Session 























The “hot ideas” session, a traditioy | Haigh 
al part of the program, brought fo 
some interesting and unusual ide 
which have been field tested in 
public relations, sales promotion 2801 Nor: 
advertising activities of the partic] | indianape 
pants in each of the four panels. 
Geoghegan, Occidental Life of No 
Carolina presided. 

C. R. Andrews, Pilot Life, modera E. 
the public relations panel. Mem 
were Al B. Richardson, Life of Ged (Fra 
gia; R. L. Hindermann, Pan-Americalj | Consulting 
and J .L. Briggs, Southland Life. J. | Accountar 
Nesbit, Atlantic Life, led the di 
sion on advertising, assisted by J. 
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these pe, 4 Guif Life, moderator; T. O. Morris Jr., 
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LIFE INSURANCE EDITION 


state L.&A., arrangements; H. K. 
Rickenbacker Jr., Life of Georgia, at- 
tendance and promotions; C. R. Alex- 
ander, Lamar Life, program; W. L. 
Page, Great American Reserve, press; 
J. M. Locke, Gulf Life, resolutions. 

Carrying out the medieval castle- 
knight meeting theme, members of the 
arrangements committee representing 
the three local companies were attired 
at the-opening session in costumes ap- 
propriate for the period. Mr. Reev 
introduced his president, H. C. E. 
Johnson, who gave the welcoming ad- 
dress, and was greeted by a flourish of 
trumpets in the hands of M. L. Davis, 
Provident L.&A., and Ivan Marshall, 
Volunteer State, both attired in ar- 
mor. 

Mr. Alexander, the new chairman, 
has headed the advertising department 
of Lamar Life since it was created in 
1951 and is now public relations direc- 
tor. He worked on a Pascagoula, Miss., 
newspaper after service in the air 
force in World War II, subsequently 
joining an advertising agency at Jack- 
son, Miss. He was a flight instructor in 
the Korean war. Mr. Alexander at- 
tended Southwestern College and 
Millsaps College, graduating from the 
latter. 

Shearen Elebash, Alabama state di- 
rector for Lamar Life, delighted the 
delegates at the banquet with his im- 
personations. 


Neb. Acents Annual 


Draws Record Crowd 

HASTINGS—Nebraska State Assn. 
of Life Underwriters annual meeting 
here drew the largest crowd the asso- 
ciation has ever had. Over 700 mem- 
bers attended despite bad weather 
which prevailed throughout most of 
the week. 

Commissioner Grubbs addressed the 
luncheon gathering, and outgoing Pres- 
ident Lloyd H. Perry, New England 
Life, Hastings, was awarded a plaque 
for his work during the year. 

Talks were given by George G. Jo- 
seph, director of agencies New Eng- 
land Life, Waukesha, Wis.; Walter F. 
Schmitz, assistant vice-president of 
A&S sales Occidental Life of Cali- 
formia, and Frank bBettger, well- 
known salesman. 


Metropolitan Of Chicago 


Loses Appeal On Name 

CHICAGO—The U. S. court of ap- 
peals, seventh circuit, this week upheld 
an injunction which enjoins Metropol- 
itan of Chicago, a casualty company, 
from using the name “Metropolitan 
Insurance Co.” or any name “decep- 
tively similar” to that of Metropolitan 
Life. 

The injunction was granted Nov. 30, 
1959 by Judge Julius H. Miner of fed- 
eral district court, and the Illinois com- 
pany had appealed to have the in- 
junction voided. This week’s decision, 
handed down by Chief Judge John 
S. Hastings and Circuit Judges Elmer 
J. Schnackenberg and Win G. Knoch, 
held that the injunction was properly 
issued. 

The Illinois company formerly oper- 
ated under the names Highway Cas- 
ualty and Highway Ins. Co. In October 
1958 the company changed its name 
to Metropolitan Ins. Co. and declined 
to discontinue use of the name on the 
request of Metropolitan Life. 


Portland (Ore.) Assn. of Life Under- 
writers on May 20 had Phillip J. Pear- 
son as guest speaker. An agent at Van- 
couver, B. C., for Canada Life, he has 
been one of the company’s sales leaders 
for several years. 
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SPECIAL INCOME 
FOR LIFE POLICY 


combines maximum protection 


with flexible retirement benefits 


Insurance coverage to age 65, then choice of three options: 


(1) Income for life (120 months certain and continuous) of 
$5.00 per $1,000 face amount for men; $4.45 for women. 


(2) Paid-up life policy for face amount, plus $58.23 per 
$1,000 in cash. No evidence of insurability required. Full 
range of optional modes of settlement applicable to cash 
values on paid-up life policy. 


(3) Cash for $812 per $1,000 face amount. Payable in one 
sum or under full range of optional modes of settlement. 


Minimum policy $5,000 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA, PENNSYLVANIA 

















We Now have 
opportunities for career 
Life Underwriters in 


every area we serve. 


GREAT SOUTHERN | 
LIFE INSURANCE COMPANY . 


FOUNDED 1909 & 
HOME OFFICE *© HOUSTON. TEXAS 
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ACCIDENT, 
SICKNESS 
mee Se Cae 
HOSPITALIZATION — . 
Contracts... 


for every 
purpose 
...every 
need 










- Write The Travelers branch office 
nearest you for details. 
Or see our fieldman. 


HE TRAVELERS 


Insurance Companies 


HARTFORD 15, CONNECTICUT 


First Company in America to Write Accident Insurance 
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